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NEW CAR SALES STRONGER 


Fall Show Boosts Jobs 


Sparks 


Pontiac’s Pride 
Neighbor Sloan 
McDonald Named 
Used Trucks 


eee 
By 


Chris Sinsabaugh 


A® I SAT Tuesday night, with 
1,000 others, in the Pontiac high 
school gymnasium, converted into 
a banquet hall for the evening, I 
fancied I could almost see old 
Chief Pontiac himself lurking in 
the shadows as the palefaces 
gathered in the big tepee to do 
honor to the city’s greatest bene- 
factor, General Motors, as per- 
sonified by the _ corporation’s 
president, Alfred Sloan. 

If the old chief, whose bones 
are buried within three miles of 
the high school, making it easy 
for him to slip over to the ban- 
quet, really was present in spirit, 
he, too, would have taken a puff 
at the pipe of peace that was 
passed around in the glorification 
of Neighbor Sloan. For the Indian 
shared the honors of the evening 
with GM in that the present ten- 
ants of his old domain presented 
to the Pontiac Motor Co. the 
Farnsworth oil painting of the 
old hell-raiser, which was used 
for the front cover of ADN’s 
Pontiac 10th anniversary issue 
of Jan. 22. 


| 
CHIEF PONTIAC was all-pow- 


erful in his time. Overlord of six 
nations, he wielded almost un- 
limited power in his kingdom. But 
when you compare that power of 
his with that of GM in modern 
life, it sinks into comparative in- 
significance, particularly in Pon- 
tiac, his old home town. 

For in the city of Pontiac, Gen- 
eral Motors, as represented by 
the Pontiac Motor Co., General 
Motors Truck Co., Fisher Body 
and the Modern Housing Corp., 
you have the municipality’s big- 
gest land owner, its biggest and 
promptest pay taxpayer and big- 
gest employer. In this town of 
65,000, 14,000 of its citizens are em- 
ployed by GM units, and the tota) 
payroll reaches better than $15,- 
000,000 annually. Taking the 
world as a whole, GM has 200,000 
on its payroll, not to overlook 
some 20,000 dealers and about 80,- 
000 salesmen who earn their bread 
and butter selling GM products. 

Chief Pontiac may have been 
a heap big Injun in his time, but 
Neighbor Sloan, sans tomahawk 
and scalping knife, is ruler of a 
mightier kingdom than that of the 
old redskin. 

ed ae 1 


THIS CIVIC BANQUET that 
was given in Alfred Sloan’s honor 
marks the progress of GM’s policy 
to cultivate the friendship of those 
communities in which the cor- 
poration has manufacturing units. 


(Continued on Page 21, Col. 4) 


150,000 Workers 
Added to Motor, 
Other Industries 


NEW YORK.—Complete figures 
on employment and earnings in 


the automobile industry and the 
plants supplying automotive parts 
during the final quarter of 1935 
disclose that the .industry’s new 
employment stabilization program 
succeeded to a remarkable extent 
in its first stage. 


Introduction of new automobile 
models in November instead of 
January resulted in more men be- 
ing at work during fall and early 
winter than in any previous year, 
and the high employment trend 
continued into January. On the 
basis of this result, the industry 
already has decided to repeat the 
program, holding the next annual 
show on Nov. 11. 


The favorable result in automo- 
bile factories and parts plants 
also was obtained to a consider- 
able degree in such industries as 
steel, glass, rubber, electrical 
equipment, etc., which depend to 

(Continued on Page 2, Col. 1) 


Manufacturers 
Dub Walsh Bill 


Discriminatory 


WASHINGTON.—The Walsh 
government contract bill, under 
which all purveyors of motor ve- 
hicles, among other products, to 
the federal government would 
have to submit to federal con- 
trol of wages and hours of labor 
is a “subterfuge and an instru- 
ment of boycott, oppression and 
discrimination.” This was the 
judgment pronounced this week 
by the National Assn. of Manu- 
facturers. The statement was 
made just after the house judici- 
ary committee agreed to hold 
hearings on the bill. 


“The government,” says the 
association, “should take all pre- 
cautions necessary to insure that 
it gets a dollar value for every 
dollar of money expended—a pre- 
caution that too frequently of 
late has been overlooked. But 
to go beyond that and try to 
regulate purely local matters of 
production is to pervert a pro- 
tective device and translate it into 
an instrument of boycott, oppres- 
sion and discrimination. 


“It is obvious, or should be, 
that the imposition of such re- 
strictive conditions upon bidders 
narrows the field of competition 
and in effect deprives the govern- 
ment of its right to get a dollar’s 
worth of each dollar. Such legis- 
lation also breeds bureaucracies 
because of the difficulty of poli- 
cing mine, farm and factory.” 
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OLD CHIEF AND THE NEW in the sales department of Pontiac 
Motor Co. were snapped together at a recent gathering. A. W. Li 
Gilpin (left) retired because of ill health, and the generalissimoship of 
Pontiac sales has been turned over to C. P. Simpson (right). Simpson 
formerly served as western manager. 


I inte Forces 


Gilpin Out; 


Simpson Heads Pontiac Sales 


PONTIAC, Mich.—Ill health has 
brought about the resignation of 
A. W. L. Gilpin, general sales 
manager of Pontiac Motor Co. 
and a veteran of the automobile 
industry for 30 years. 

C. P. Simpson, assistant general 
sales manager in charge of the 
west since 1933, has been ap- 
pointed to succeed Gilpin, accord- 
ing to H. J. Klingler, president 
and general manager. 

D. U. Bathrick, who was in 
charge of eastern sales, continues 
as assistant general sales man- 
ager. 

Simpson’s rise in the motor car 
business has been rapid and 
spectacular. 


The new Pontiac sales chief 


The Top Ten 


Passenger Cars 


First Ten in Registrations 
for 13 States in January as 
Reported in ADN Today. 
1936 1935 
Pos. Pos. 
1—10,134 5,187— 2 
2— 6,892 5,731— 1 
38— 4,417 3,715— 3 
4— 1,849 

5— 1,303 
6— 1,166 
7— 1,062 
8— 1,009 
9— 602 Stude. 
10— 448 Chrys. 
*includes Terraplane, 


Total All Makes 
30,516 19,836 


See Total Registrations to Date, 1936- 
1935, Pages 20 and 21, This Issue, 


Make 
Chev. 
Ford 
Plym. 
Dodge 
Olds 
Pont. 
Hud.* 
Buick 





first became identified with the 
business in 1922 as a representa- 
tive for another General Motors 
division in the Los Angeles zone. 

In 1923 he became assistant 
zone manager in Los Angeles, 
then manager of the El Paso 
zone in 1927 and manager of the 
Houston zone in 1929. 

When Klingler became head of 
Pontiac in the fall of 1933, Simp- 


(Continued on Page 8, Col. 4) 


MEWA to Discuss 
Jobber Problems 
And Show Plans 


CHICAGO. — Jobber problems 
and a basis for MEWA participat- 
ing in the next Automotive Serv- 
ice Industries Show, are listed for 
discussion and settlement Feb. 18 
and 19 when the Motor and 
Equipment Wholesalers Assn. ex- 
ecutive committee meets here at 
the Stevens Hotel. 

W. F. Wilkerson, of Casper, 
Wyo., president of the association, 
will preside at the meetings. 

The executive committee has 
been authorized by the board of 
directors to act in behalf of the 
MEWA. The group will go into 
proposals for the show, as recom- 
mended at a recent joint session 
here of officials representing the 
MEWA, NSPA and MEWA. 

Other matters scheduled for 
consideration are an investigatior 
of “lease and agency” agreements 


(Continued on Page 2, Col. 2) 


Demand Better 


Dealer’s Report; 


Used Stocks Grow 


Business Gains Despite 
Blizzards, Sub-Zero 
Temperatures 


By BILL CALLAHAN 
Managing Editor 


DETROIT. — General im- 
provement in the demand 
for new cars is indicated in 
reports from: the field to 
ADN this week. Used cars 


are still moving slowly with im- 
provement noted in some sec- 
tions. Considering weather con- 
ditions throughout the northern 
tier of states and the middle 
west it is agreed that turnover 
at the present time is about as 
rapid as could be expected. 


New car stocks are reported 
as ample to meet current demand 
and used car stocks are high as 
compared with the current sales 
rate. Inventory values are out of 
line with selling prices. Most 
dealers seem inclined to attribute 
the present slowness in sales of 
both new and used cars to 
weather. Forecasts for the next 
six months are optimistic from 
a standpoint of volume, while 
some dealers report considerable 
concern in regard to _ profits. 


(Continued on Page 4, Col. 1) 


Chicago Dealers 
Finishing Plans 
For Hotel Salon 


CHICAGO.—Motor car dealers 
on Chicago’s north side were busy 
putting the finishing touches on 
their 13th annual motor salon, 
which will open Feb. 15 and run 
through Feb. 23 at the Edgewater 
Beach Hotel. 


This co-operative effort has be- 
come a tradition, and has always 
been attended by success from 
the standpoint of crowds and cars 
sold. The current show has near- 
ly all makes of cars, totaling 22, 
represented in a wide variety of 
body styles. All told, there are 
close to 80 models. 


~ In past years, with the excep- 
tion of last November, the salon 
has been staged concurrently with 
the annual Chicago show. It was 
postponed from the fall to the 
winter season this time because 
of agreement among manufactur- 
ers and dealers to hold no show 
that would compete with the 
main event at the International 
Amphitheatre. 


Heading the committee in 
charge of the salon is George 
Lynn, Cadillac-LaSalle, the other 
members being James F. Good- 
win, Dodge; Paul Smithson, Pack- 
ard; W. E. Delaney, Nash-La- 
Fayette, and S. B. Herbison, 
Buick. 





AUTOMOTIVE DAILY NEWS, SATURDAY, FEBRUARY 15, 1936 


Fall Shows Aid Many Industries and Workers 


150,000 Men are Added 


To Rolls im Many Lines 


(Continued from Page 1) 


a large extent on automobile out- IMEWA Sb stdhhing 


put, and it is estimated that alto- 
gether, including these industries, 
year-end employment for 150,000 
additional persons was brought 
about by the earlier start on 
automobile production. 


Possibly more important than 
the increase in number of men 
employed was the striking rise in 
payrolls and in individual average 
earnings. 


Jobs for 453,000 

In the combined automobile and 
automotive parts industries an 
average of 453,000 men was em- 
ployed through the three months, 
October to December, inclusive. 
The highest previous mark for 
the same quarter had been at- 
tained in 1928, when an average 
of 445,000 was reached—a figure 
never approached from that year 
until 1935. 

The average weekly payroll of 
the combined industries went to 
$13,741,000, nearly double the pre- 
ceding year’s $7,600,000, and more 
than three times the depression 
low of $3,700,000, in the last quar- 
ter of 1932. 

In 1928, when generally longer 
working hours were in effect, 
total payrolls exceeded the 1935 
mark slightly, reaching $14,000,000. 


No Idle Time 


While this preliminary showing 
does not assure stability of pro- 
duction and employment through 
the year, a marked advance is 
scored for the plant workers in 
elimination of idle time at the 
beginning of winter, when cold 
weather brings special demands 
on pay envelopes. 


Studebaker In 
Search of Most 


Faithful Owner 


| appropriation bill reported to the 
| House this week by its appropria- 
SOUTH BEND.—A nation-wide | 
faithful | 
Studebaker owner in the United | 


search for the most 





Meet to Solve 
Many Problems 


(Continued from Page 1) 

of the petroleum industry, 
branded by the Motor and Equip- 
ment Wholesalers Assn. as inim- 
ical to the interests of jobber dis- 
tribution. The investigation has 
been urged upon Congress and a 
protest against the alleged prac- 
tices has been lodged with Presi- 
dent Roosevelt. 


Action upon “a gratifying num- 
ber of membership applications” 
will be taken at the meeting. 
There will also be consideration 
of a plan for maintaining con- 
tinuous representation of MEWA 
at Washington. 

Membership opinion has been 
sounded out on these and other 
matters to come up before the 
sessions, states B. W. Ruark, gen- 
eral manager. 

In advance of the meeting, it is 
announced that the MEWA has 
launched upon the issuing of di- 
rectories containing information 
regarding the selling policies of 
manufacturers. The directories 


are an outgrowth of a service in- | 
augurated several years ago and | 
“TInter- | 
change of Members’ Experience | },,, 


known as the MEWA 


on Lines Handled.” 


$l, 000. 000 Asked 


For Army Trucks | 


WASHINGTON. — One million 
dollars for advancing the motori- 


zation program of the Army is} 


included in the War Department 


tions committee. Debate on the 
measure got under way at once. 


The bill provides a total 


States will be launched Feb. 17) $543,341,506 for the War Depart- 


when civic 
of South Bend gather to honor} 
Studebaker’s 84th anniversary. 


and business leaders | 


ment during the fiscal year end- 
ing June 30, 1937. Of this sum 


$168,359,985 is for non-military 


The search will be conducted in| projects which are under supervi- 


the manner of a contest. The win- 
ner will be given the first Stude- | 


| sion of the Army. 


military items is an 


baker to come off the assembly| tion of $45,540,177 for the pur- 


lines during the corporation’s 85th 
year. Production schedules indi- 
cate that this car will be a Dic- 
tator St. Regis custom sedan. 


Details of the contest have been 
announced by Paul G. Hoffman, 
president of Studebaker. 


“We are anxious to reward the 
Studebaker owner who has 
been most loyal for the greatest 
number of years,” said Hoffman. 
“We are seeking the man or 
woman who has the best record 
of continuous ownership of ac- 
tive Studebaker automobiles over 
the longest period of time. When 
we say active Studebaker auto- 
mobiles we mean that the auto- 
mobiles shall have been driven at 
least 5,000 miles each year. Con- 
tinuous ownership of a car not 
actively used will not count. 


“Owners who believe’ they 
qualify for this prize should go 
to their Studebaker dealer and 
ask for complete rules of the con- 
test.” 


The prize car will be the 1,775,- 
987th automobile produced in 
Studebaker history. 


The 84th birthday of Studebaker 
will be an event of considerable 
importance in South Bend. Mayor 
George W. Freyermuth will lead 
a delegation of civic and commer- 
cial leaders to the end of the as- 
sembly line in the factory and 


chase of 565 airplanes. The Army | 
had requested 800 new planes. 


' 








of | 


Among the | 
appropria- | 


GUEST OF HONOR. Alfred P. Sloan jr., 





General Motors presi- 


dent, seems to be getting congratulations from Harry Klingler, Pon- 
tiac president, center, and Harold Fitzgerald, editor of the Pontiac 


Press, right. Sloan was honored 
City of Pontiac Tuesday night. 


with a banquet given him by the 





City of Pontiac. Manors 


Motors Corp. 


General 


PONTIAC, Mich.—Decentraliza- 
tion of industry to spread em- 
ployment throughout many cen- 
ters of the country was set up as 
the ideal of General Motors Corp. 
by A. P. Sloan jr., president of 
GM, at a banquet tendered Sloan 
here this week by the citizens of 
Pontiac. About 1,000 civic leaders 
were i present. The banquet, 
which was in a sense a celebra- 
tion of the 10th Anniversary of 
Pontiac Motor Co., was marked 
the presentation to the Pontiac 


| Motor Co. of an oil painting of 
| Chief Pontiac, 


after whom the 
City of Pontiac and the Pontiac 
|car was named. This painting 
| was done by Jerry Farnsworth, 
lof New York, and was paid for 
| by penny contributions from the 
men and women of Pontiac. 


A. P. Sloan, who was guest of 
honor at the banquet, outlined the 
aims of General Motors in regard 
to spreading its plants throughout 
the country and also pointed to 
the new responsibilities of indus- 
try. “Under new conditions,” he 
said, “industry cannot feel that its 
functions should be limited to 
production of goods and profits, 
but must accept its responsibili- 
ties to the community in which 
it operates.” He urged a 
equitable distribution of profits | 
| among workers to compensate for 
the new conditions which have 


| resulted from the development of | 


more | 


more efficient production machin- 
ery and methods. 


Sloan called attention to the 
fact that the bulk of our market 
is found in the masses of our 
people. If we are to continue to 
sell goods we must make it pos- 
sible for a greater number of 
people to buy, in greater quan- 
tity, he said. General Motors, in 
its relations with the communi- | 
ties in which it operates, he de- 
clared, is anxious to become | 
looked upon not only as neighbor | 
but as a good neighbor. 





Other speakers on the program | 
included W. S. Knudsen, executive 
vice-president of GM; R. H. 
Grant, vice-president, and Carl 
Pelton, attorney, from Pontiac. 
The toastmaster was Harold A. 
Fitzgerald, editor of the Pontiac 
| Press. Presentation of the Chief 
| Pontiac painting was made di- 
|rectly to H. J. Klingler, president 
of Pontiac Motor Co. 


Nash Pi Prepares 
For 75% Boost 


In Production 


KENOSHA, Wis.—Senior offi- 
cials of Nash Motors left here 
Feb. 11 for a whirlwind trip to 
the more important distributing 
centers throughout the _ south, 
which within a fortnight is cover- 
ing the entire Gulf area and the 
southeastern seaboard region. 


The party includes C. H. Bliss, 
vice-president; Courtney Johnson, 
general sales manager, T. J. 
Chancellor, western sales man- 
ager and others. 


Cities included in the itinerary 
are Memphis, Oklahoma City, 
Dallas, San Antonio, Houston, 
New Orleans, Birmingham, Mont- 
gomery, Atlanta, Savannah, Jack- 
sonville, Tampa and Miami. 


“The Nash company is pre- 
paring to increase its output 75 
per cent in 1936 as compared with 
1935, and one of the purposes of 
this trip is to get the distribution 
units organized for the business 
which now appears quite plainly, 
not around the corner, but on this 
side of the corner and in plain 
sight of all,” said Bliss. 


In each of the distributor points 
on the schedule, arrangements 
were made for the gathering of 
distributor and dealer organiza- 
tion personnel to go over the 
plans for an aggressive spring 
campaign in southern territory. 


Pyke Johnson to Reveal 


Political Secrets to SAE 


DETROIT. Pyke Johnson, 
vice-president of the Automobile 
Manufacturers Assn. has been 
chosen chief speaker for the 
meeting of the Detroit Section 
Society of Automotive Engineers 
to be held here Feb. 17. 


Johnson, who is resident vice- 
president of the AMA in Wash- 
ington, D. C., will give the en- 
gineers the low-down on automo- 
tive kettles now a-boil in the na- 
tion’s capital. 


Chevrolet Production Hits 
104,193 Units for January 


DETROIT. — Chevrolet Motor | 
Co. reported production for Janu- 
ary of 104,193 units, an increase 
of 45,795 over January, 1935, and 
12,609 units more than the best 


| new models 





UNVEILING CHIEF PONTIAC. Harry Klingler, Pontiac president, right, has just pulled the 
cord unveiling the portrait of Chief Pontiac, given to the Pontiac Motor Co. with pennies donated by 
the citizens of Pontiac, Mich. The occasion was the dinner tendered by the city to Alfred P. Sloan jr., 


General Motors president, 


With their backs to the camera are Sloan and W. S. Knudsen, GM execu- 


will there congratulate Hoffman, | tive vice-president. The painting formed the cover for the recent Pontiac 10th Anniversary Edition pub- 


H. S. Vance and other executives. 


lished by ADN. 


previous January (1928) in the 
history of the company. 
January marked the _ third 
month in succession having pro- 
duction exceeding 100,000 units, 
and was the seventh 100,000-car 


| month in 11 months. 


Production beginning with No- 
vember, 1935, when the current 
were’ introduced, 
through January, totaled 328,553 
units. Each of the three months 
set a new all-time record, as 
compared with corresponding 
months, in the history of Chevro- 
let. 

Chevrolet’s first 100,000 car 
month was March, 1927. This 
year was the first time January 
reached six figures. 

Production figures for Janaury, 
as reported by Chevrolet, include 
100,039 domestic and export units, 
and 4,154 built in Canada. 


165 Exhibit at Auto 


Accessory Assn. Show 
CHICAGO.—Known as the first 
annual volume buyers show, the 
exposition sponsored by the Auto- 
mobile Accessories Assn. held the 
center of the stage here at the 
Stevens Hotel. 

The displays were located on 
three floors of the hotel, and there 
were 165 exhibits. 

Cc. G. Ames, secretary of the 
association, reported that more 
than 2,000 jobbers and dealers 
attended, and that the number 
of orders placed reached a high- 
ly satisfactory total. 





Social Security to Cost Makers $7. o0- $22 a. Car 
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Experts Analyze Ettect 


On Various Manufacturers 


NEW YORK. 
security as embodied in the fed- 


eral legislation adopted at the last | 


session of Congress to automobile 
manufacturers will run from 
$7.50 to $22 a car, according to 
Arundel Cotter and Thomas W. 
Phelps in a copyrighted article in 
the Wall Street Journal. : 


Under the operation of the new 
law, three problems confront the 
industry, say Cotter and Phelps, 
in analyzing the effect of the 
legislation on the various manu- 
facturing companies. 


First, manufacturers will have 
to add between $7.50 and $22 a 
car to their prices just to cover 
their own payroll taxes at the 
maximum rates scheduled in the 
new law. 


Second, some of the manufac- 
turers may choose to absorb the 
taxes instead of passing them on 
to the consumer. 


Third, motor makers will find 
it more important than ever be- 
fore to cut labor costs, if not by 
reducing wages then by installing 
more high-priced machinery 
which does not have to be pen- 
sioned, to replace men who do. 


The impact of the payroll taxes 
on the various motor companies 
seems to vary more widely than 
is actually the case. One expla- 
nation is the differing degree of 
integration. General Motors, for 
example, which is highly inte- 
grated, shows a higher tax per 
car than Chrysler, Hudson or 
Studebaker. But the payroll tax 
hits all manufacturers, and while 
a company may seemingly reduce 
its tax by buying parts ready 
made, the price for those parts 


will include the tax on the labor | 


which went into them. 
Paid $2,000,000,000 


Over the last eight years, Gen- | 


eral Motors has produced some- 
thing like 9,422,950 automobiles in 
the United States. 
period it has paid slightly more 
than $2,000,000,000 in salaries and 
wages in the United States. 


If the social security payroll 
taxes had been in effect through- 
out that period at the maximum 
rate provided for in the present 


law, they would have amounted | 


to $117,470,000, or $12.46 a car. If 
all other factors had remained 
the same, 


net profits actually reported by 
General Motors since 1927. Viewed 
as a sales tax, they would have 


amounted to 1.5 cents on the dol- | 


lar. 


Even the tax at the 1 per cent 
rate now effective would have 
amounted to $2.18 a car, while the 








In that same | 


the new taxes would | 
have taken 10.5 per cent of all the | 


Cost of social | levies in effect next year would 


have equaled $6.34 a car, on the 
average, for the eight years. 


Effect on Packard 

Packard Motor Car Co. and its 
subsidiaries will pay pretty close 
to $200,000 under the 1 per cent 
Social Security payroll tax effec- 
tive this year, it is estimated. Ap- 
plied to last year’s unit sales, such 
a tax would have amounted to 
$3.83 on each of the 52,256 cars 
produced by Packard. Similarly, 
the tax at the 1937 rate would 
have been roughly $580,000, equal 
to $11.10 a car on last year’s pro- 
duction, and the tax at the 1949 
rate $1,140,000, or $21.81 a car. 

Studebaker Corp., on the other 
hand, would have had to pay 
roundly $90,000 under the 1 per 
cent federal payroll tax, if it had 
been in effect in 1935, a levy 
which would have amounted to 
only about $1.63 a car on its 1935 
output of roundly 55,000 units. At 
the 1937 rate the payroll tax 
would have been $261,000, or $4.74 
a car, and at the maximum rate, 
$513,000, or $9.33 a car. In addi- 
tion, for Studebaker at least, 
there is the probability of supple- 
mentary state taxes which would 
bring the current year’s total, 
based on 1935 payrolls, to around 
$100,000. 

Federal Minimum 

The federal taxes, of course, are 

the minimum. The states may 


make their own social security | 


programs as ambitious as they 
choose. The point is simply that 
the employer must pay the fed- 
eral tax anyway, but may deduct 


his state tax up to 90 per cent of | 
| 1931 


the amount of the federal tax if 


| his state’s legislation has been ap- 


proved at Washington. 

Corresponding figures for one 
other of the smaller manufactur- 
ers indicate a payroll tax burden, 
based on 1935 employment and 
output, of $1.34 a car at the cur- 
rent rate of 1 per cent, $3.90 a car 
at the 1937 rate, and $7.67 at the 
maximum rate, to go into effect 
in 1949. 

For Chrysler Corp., which buys 
its bodies from outsiders, the 
maximum payroll levies would 
have amounted to between $6 and 
$8 a car, estimating roughly from 
the latest payroll data available. 


In 1930, the last year for which | 


Chrysler published its total wages | 
| results shown by General Motors. | 


and salaries, they amounted to 
$39,830,527, or 19.2 per cent of 
$207,789,338 sales. At the 1 per 
cent rate in effect this year, the 
payroll tax for 1930 would have 
been $398,305, or $1.47 a car on 
the 1930 output of 269,899 cars. 





REPEATER. H. O. Koller, head of the Reading Automobile Co., 
Reading, Pa., is shown signing his 32nd annual Buick contract. 


Watching the historic performance are (left to right): 


A. R. Bethke, 


GMAC; Koller; E. H. Pierson, Koller’s sales manager, and J. J. 


Costello, Buick zone manager. 














WAITING FOR THE MIKE are Paul G. Hoffman, Studebaker 
president and chairman of the safety traffic committee of the Auto- 


mobile Manufacturers Assn. and 
Stewart-Warner Corp. During the 


Hoffman asked the listeners to drive more safely. 


The 1937 rate would have made 
the tax $1,155,084, or $4.28 a car, 
and the 1949 rate would have re- 
quired payments into the Social 
Security funds totaling $8.41 a 
car. Probably a deduction of some- 
thing less than 5 per cent from 
those tax figures should be al- 
lowed for that part of the Chrys- 
ler payroll in Canada. 

An indication that the labor 
cost per car remains fairly con- 
stant even when production varies 
widely is the fact that in 1929, 
when Chrysler production was at 
a rate of 66 per cent higher than 
in 1930, wage payments were 18% 
per cent of sales, or nearly $70,- 
000,000. A 1 per cent payroll tax 


U. S. 
payroll 
. .$306,560,000 
. 249,254,000 
1933 . 165,877,000 
Za 138,184,000 
ek Gaw da aeee er 228,005,000 
. 269,071,000 
363,419,000 
340,508,000 


+$9,041,407 deficit 
profits and losses. 





1935 
1934 


1930 
1929 


on that amount, applied to 1929 
output of 450,543 cars, would have 
equaled $1.54 a car, while the 1937 
and 1949 payroll tax rates pro- 
vided under the Social Security 
law would have amounted to $4.46 
and $8.78, respectively, on Chrys- 
ler’s 1929 output. 

Most comprehensive picture of | 
how the motor industry would 
have fared under the Social Se- 
curity Act during the boom and 
depression is afforded by apply- 
ing the taxes in the new law to 


The accompanying tabulation| 
shows, first, payrolls applicable to! 


Production Sp 


$17,474,000 
14,207,000 
9,45 
7,876,000 
12,996,000 
15,337,000 
20,715,000 
19,409,000 


after preferred dividends. 


J. E. Otis jr., president of the 
Alemite broadcast which followed, 


production in the United States; 
second, Social Security tax at 
maximum rate; third, amount of 
the tax per car produced in the 
United States; fourth, amount of 
the tax per share of common 
stock, and, fifth, actual per-share 
earnings. 

The U. S. payroll is estimated 
on the basis of the approximate 
proportion of General Motors’ 
unit output in the United States 
to total output. Insofar as General 
Motors’ manufacturing activities 
abroad in lines other than auto- 
mobiles have failed to keep pace 
with its foreign automobile manu- 
facturing business, the U. S. pay- 
roll figures in the table tend to 
underestimate the tax liability 


Maximum Unit output Taxa Actual 


in U.S. 
1,496,106 
1,069,234 

777,316 

507,128 

996,807 
1,115,371 
1,772,071 47c 
1,688,918 44c 

*After non-recurring 


share earn’gs 
41c 
33c 
22c 
18¢c 
30c 
35c 


tax 


5,000 


Social Security 
Allowance must also be made for 
the fact that in this table none 
of the Social Security tax burden 
is charged any General 
Motors product 
biles. Another possible offset to 
Social Security costs is discon- 
tinuance of voluntary benefits to 
employes, such as the corpora- 


under the 


against 
except 


tion’s contribution to the employes | 
fund, | 


$2,213,325 from income | : . 
which took $3,213,525 fro | registrations show that the Pack- 


| ard One Twenty has now taken 


savings and _ investment 
otherwise available for dividends 


in 1934. Some of the smaller com- 


panies have no such possible sav- | 


ings. 


eeded On 


V-12 Lincoln Zephyrs 


DEARBORN, Mich. — Second 
shifts are now in operation in 
several departments of the Lin-| 
coln Motor Co.’s Detroit plant to} 
increase production of V-12 Lin- 
coln-Zephyr motor cars to meet 
the demand. 


Output as a result is rising to} 
125 per day scheduled for the cur- 
rent month. 


Additional production machin- 
ery has been ordered, it was 
stated. When installed this will 
permit of production being still 
further stepped up. 


The Lincoln Motor Co. has been 
behind orders since introduction 
of this new type of motor car 
Nov. 2. 


Total retail sales since the car 
was introduced to the end of 
January were 2,224. 

During January retail sales of 
Lincoln-Zephyr cars in Wayne 





County, Mich., which includes De- 
troit, exceeded any other make 
in its price class. 





;| burgh, 


Act. 


| with 


automo- | 


145 Cadillac 
Ace Salesmen 


Will be Feted 


DETROIT.—Ace salesmen for 
Cadillac-LaSalle soon will receive 
added reward for their 1935 
achievements when factory exec- 
utives play host at a three-day 
vacation meeting which will in- 
clude attendance at the New 
Orleans Mardi Gras. 


The salesmen are members of 
the Cadillac Merit Men, a group 
including only those whose rec- 
ords during the previous year 
have been exceptionally brilliant. 
Membership this year has reached 
a new high of 145 salesmen, 22 of 
whom possess unbroken records 
of annual membership since the 
organization was founded. Among 
the current roster are 87 who 
have earned this distinction in 
one or more previous years. 

On Sunday, Feb. 23, special 
trains carrying the Merit Men 
from all sections of the United 
States will converge at Edgewater 
Park, Miss., a winter resort on 
the Gulf of Mexico, 80 miles from 
New Orleans. There a program 
of sports and entertainment will 
be conducted under the super- 
vision of Nicholas Dreystadt, gen- 
eral manager for Cadillac; Don 
E. Ahrens, general sales man- 
ager; R. L. Rickenbaugh, sales 
promotion manager, and F. J. 
Denney, advertising manager. 

A brief business meeting will 
be held Monday morning when 
new officers will be _ installed. 
The leading Cadillac-LaSalle sales- 
man of the entire United States, 
H. D. Bornstein of Boston, be- 
comes president. The other offi- 
cers are: J. L. Carney, Dallas, 
first vice-president; J. A. Clark- 
son, Kansas City, second vice- 
president; J. F. MacKay, Pitts- 
secretary; H. C. Hoskin- 
son, Washington, D. C., treasurer. 
Dreystadt will present gold 
watches to the new officers and 
in the evening will preside at a 
southern style banquet. 

On Tuesday the men will move 
by special train to New Orleans 
where they will witness the Mardi 
Gras parade. The formal conven- 
tion program will conclude there 
a dinner. 


2nd Place Taken 
By Packard 120 


DETROIT.—National new car 


second place it its price class, ac- 
cording to the Packard Motor 
Car Co. 


In April of last year registra- 
tion figures placed it in sixth 
place. In May and June it had 
climbed to fourth place. In July, 
August and September it stood 
in third place and for October, 
November and December it occu- 
pied second place. Complete 
registrations for January are not 


yet available. 


LEAVING ZERO WEATHER, Nash officials made a whirlwind 
tour of southern distributor centers to stir up the spring sales cam- 
paign. Left to right: T. J. Chancellor, western sales manager; C. H. 
Bliss, vice-president and sales director, and Courtney Johnson, gen- 


eral sales manager. 
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ee Car Sales are Stronger Despite Blizzard 


Inventories Now Normal 


But Used Car. Stocks Rise 


(Continued from Page 1) 


Accessory and service sales are 
fair to normal. 

Taken by and large the reports 
this week are more favorable than 
those sent in during the past few 
weeks. In some southern sections 
conditions have not improved to 
the extent anticipated in view of 
the heavy tourist season now 
being enjoyed in those parts. 

From Cincinnati we get the tele- 
graphic information that used 
ear registrations during January 
increased 831 units over the reg- 
istrations a year ago. New car 
registrations during the same 
period have shown and increase 
of only 31 units. Used car in- 
ventories are reported generally 
high with used car sales almost 
at a standstill since the middle 
of the month. ADN’s informant 
there states that most dealers at- 
tribute the slowness in sales to 
bad weather conditions. They 
feel that the outlook for future 
volume is very good with the 
prospect of realizing only a small 
profit. 

Inventories High 

In Minneapolis inventories of 
both new and used cars are re- 
ported high. Business in all lines 
is said to be 25 to 50 per cent 
better than at the same time a 
year ago and dealers are looking 
forward to an increase of from 
25 to 50 per cent in sales during 
the first six months of this year 
as compared with 1935. It is gen- 
erally felt there that bad weather 
is the big bad wolf at the present 
time and an improvement in 
weather is expected to bring a 
corresponding improvement in 
sales of both new and used cars. 

Staying up around our own 
bailiwick we find the report from 
Belleville, Ill., that new car sales 
both passenger and commercial 
are active for this time of year. 
New car inventories, ADN re- 
porter states, are “due to factory 
persistance” excessively high add- 
ing unnecssarily to dealers ex- 
pense of operation. Used car in- 
ventories are still increasing and 
and are alarmingly high with 
little activity in buying, the re- 
port continues. Weather in- 
fluences coupled with labor un- 
rest is causing part of the trouble 
in the used car sales end. Service 
and accessory sales are very sat- 
isfactory with owners apparently 
willing to spend some money to 
keep their cars in good running 
condition. Summing up, the re- 
port states that the outlook for 
volume sales during the coming 
months is very bright with the 
profit outlook clouded by such 
factors as: factory pressure, 
highly competitive situation 
among dealers with sales increase 
divided among cars in all price 
classes and inevitable used car 
losses in liquidating current 
stocks. Looking back over the 
more recent developments, ADN’s 
informant states, that emphasis 


should have been placed on attrac- 
tive used car finance rates with 
little change in new car rates. 

Another city to report from this 
so-called temperature zone is 
Salt Lake City, Utah. From that 
inland ocean comes the word that 
new car sales are improving ma- 
terially, with used cars also show- 
ing greater activity. New car 
inventories are not high as com- 
pared with the current demand, 
but used car stocks are above 
normal. Accessory sales are good 
and service sales are fair. ADN 
commentator there says: “New 
car sales are being stimulated by 
excessive used car allowances. 
The future new car volume looks 
very good but if business con- 
tinues on the present basis the 
profit outlook is questionable. At 
present there are evidences of 
some little labor unrest.” 

In the district around Pocatello, 
Idaho, new car and truck inven- 
tories are normal, with the pros- 
pects for spring buying in both 
passenger car and truck field very 
bright. Inventories of used cars 
are high, with sales low as the 
result of continued bad weather. 
Service and accessory sales are 
reported exceptionally good. This 
informant states that the outlook 
for profits is very bright in all 
departments with the exception 
of used cars and that the volume 
for 1936 should run 25 per cent 
ahead of 1935. 

Coming back to the eastern 
seaboard we find the weather 
man is the goat. Both new and 
used car sales in Wilmington, 
Del., and vicinity have been af- 
fected by inclement conditions, 
with a strong demand indicated 
by the fact that the sales improve 
on each improvement in weather. 
Inventories are reported in good 
shape. Service sales, too, have 
felt the grim hand of winter, but 
the trend is favorable. Acces- 
sory sales have remainded high. 
The outlook, generally, is consid- 
ered most favorable for increased 
volume in the coming year. 

Demand Drops 

Down in Jacksonville, Fla., 
where one might anticipate good 
sales at this time of year, both 
new and used car demand is re- 
ported off. New car inventories 
are characterized as normal to 
heavy. Used car inventories are 
reported exceptionally 
with no immediate relief in sight. 
Service and accessory sales are 
about normal. Future volume 
and profits, especially in the used 
car departments, ADN’s inform- 
ant says, are decidedly uncer- 
tain. Many dealers, he adds, are 
complaining over the emphasis on 
new car rates and terms, with 
no relief being given to the lower 
priced used cars. 

From the neighborhood of 
Shreveport, La., comes the report 
almost parallel with the Florida 
statement. New car sales in 





COMPARING NOTES. Malcolm Bingay, left, editorial director 
of the Detroit Free Press; L. P. Fisher, vice-president of General Mo- 
tors, and W. L. Day, right, retired president of General Motors Truck, 
are snapped during the banquet given to Alfred P. Sloan, GM presi- 


dent, by the city of Pontiac. 





heavy. |f 











NEWCOMER—This new convertible cabriolet has been added to the Chevrolet standard models. 
With the aid of a zipper arrangement the top can easily be folded down, presenting a snappy open air 
Fisher no-draft ventilation is offered and the other style and conveni- 


ences are the same as the standard models. 
Dixie Highway Pioneers 


To Leave for Celebration 


job for temperate temperatures. 


that section are fair to slow, with 
used car sales almost dormant. 
New car stocks are unduly heavy 
with used car stocks twice as 
heavy and excessive on the aver- 
age for this time of year. Serv- 
ice and accessory sales’ are 
medium, with super-service and 
chain stations charged with grab- 
bing the greater part of avail- 
able sales and profits. Low fi- 
nancing rates, with extended 
terms, are said to be seriously 
affecting sales of both new and 
used cars, with very bad effect 
especially on used cars. The out- 
look for 1936, ADN reporter says, 
ranges from fair to normal on 
new cars, with the likelihood that 
used cars sold now will result 
in an average loss of 40 per cent 
on each car sold. ADN’s reporter 
at Shreveport opines that unless 
the industry changes from the 
plan of selling terms instead of 
selling used cars and makes some 
effort to eliminate inferior and 
curbstone type of dealers a profit 
during the coming year will be 
impossible. This opinion, he 
states, is pretty generally held 
throughout the section. 


New Addition 
To Warner Gear 


Is Completed 


MUNCIE, Ind.—Adding 70,000 
square feet more of space, a one- 
story addition to the plant of the 
Warner Gear Division of Borg- 
Warner Corp. has just been 
erected here. 

The augmented facilities are 
made necessary, declared John M. 
Simpson, general manager, by the 
immediate demand for large pro- 
duction of overdrive transmis- 
sions. The situation developed 
into an emergency with the result 
that an average of 250 men, work- 
ing day and night, were put on 
the construction job, which was 
completed in 28 days. 

Overdrive production, Simpson 
added, has been doubled since 
Jan. 1, 1936, as compared with the 
same period last year. 

The building crew worked 
against obstacles of sub-zero 
waves. On 20 of the 28 days, the 
temperature was below freezing. 
Aiding in the herculean task were 
a steam grill for thawing gravel 
and 200 coke burning salamanders 
which heated the brick walls of 
the plant. 

In the new addition to its plant 
No. 3 are housed the service sales 
of the Warner Gear division. The 
space vacated, plant No. 1, is now 
occupied by new machinery, of 
which more than 40 carloads have 
been moved in, to increase pro- 
duction on the overdrive trans- 
missions. 


DETROIT.— Two men whose 
names loom large in the history 
of the Dixie Highway will take 
leave of Mayor Frank Couzens 
at the City Hall, Tuesday morn- 
ing, as they start on a silver 
jubilee tour which will include 
celebrations at important cities 
along the famous route between 
Detroit and Miami. 

One of the travelers will be Col. 
W. S. Gilbreath, executive vice- 
president of the Automobile Club 
of Michigan whose activities years 
ago earned him the sobriquet, 
“father of the Dixie Highway.” 
Also in the party will be Claude 
Nolan of Jacksonville and Miami 
who pioneered the highway a 
quarter of a century ago by mak- 
ing the first automobile trip from 
Detroit to Florida. Nolan’s trail- 
blazing journey, made in a 1911 
model Cadillac car over the al- 
most impassable highways of that 
period, involved real hardship 
and high adventure. 

Prominent among the group 
that will start the Dixie pioneers 
on their way will be Philip Briet- 
meyer who as mayor of Detroit 
bade Nolan farewell on his his- 
toric trip 25 years ago. 

Gov. Frank D. Fitzgerald of 
Michigan is a member of the 
Dixie Highway Silver Jubilee 
committee which is sponsoring 
the observance, as are also Gov- 
ernors Eugene Talmadge of 
Georgia, Olin D. Johnston of 
South Carolina and Henry 
Horner of Illinois, a state which 
was prominent in developing one 
of the western laterals later 


joined to the main Dixie High- 
way. Others on the long list of 
the committee include A. D. H. 
Fossey, mayor of Miami; Charles 
L. Weeks, president of the Auto- 
mobile Club of Michigan; Richard 
Harfst, general manager of the 
club and Nicholas Dreystadt, 
general manager of Cadillac. 

According to plans announced 
by the committee, informal lunch- 
eons and programs of welcome 
have been arranged at the follow- 
ing cities: 

Toledo, Cincinnati, Lexington, 
Knoxville, Chattanooga, Atlanta, 
Jacksonville and Miami. At the 
city limits of each town the 
travelers will be met by a police 
escort and a cavalcade carrying! 
civic leaders and local members 
of the jubilee committee. 

At Chattanooga the hosts will 
include the former directors of 
the Dixie Highway Assn. of 
which Col. Gilbreath formerly 
was the field secretary and which 
was instrumental in pushing the 
highway through to completion. 
Governor Talmadge will preside 
at a luncheon in Atlanta and the 
guest list will include Bobbie 
Jones, famous golfer. 

The formalities attending the 
arrival of the Dixie pioneers at 
Miami on Saturday will be made 
the chief event of an elaborate 
Washington’s Birthday program 
which has been arranged by the 
Miami Chamber of Commerce. 

As was the case when Nolan 
pioneered the Dixie route, the 
jubilee trip will be made in a 
Cadillac car. 


DIXIE HIGHWAY. This shows the type of roads motorists were 
up against when the Dixie Highway was pioneered a quarter of a 


century ago. 


Some contrast to the velvet roadways of today. 


The 


gent who is speeding from puddle to puddle in the photo above was 
snapped on the road between Detroit and Toledo 25 years ago. 
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Easy New Car Fi inancing Seen Hurting Used Cars 


Inquiring Reporter Finds 
Dealers Not Enthusiastic 


D 


EALERS questioned by the Inquiring Reporter are 
almost unanimous in their belief that the new lower 


extended time payment plans recently announced will re- 


tard used car sales. 


The Inquiring Reporter this week asked the following 


questions: 


“In your experience, what has been the effect of 


longer and lower new car financing payments? 
you favor continuance of this®— 


plan?” 
Dealers in Pittsburgh, Chicago, 
Lincoln, Neb., 
and Dallas 


were asked this | 


question and 
most of them 
agreed on one 
point used 
car sales would 
be held back. 
Little differ- 
ence in new 
car sales was 
noted by the 
majority of the 
dealers. Some 


INQUIRING 
Eee commented 
that the plan 


enticed more prospects but that 
the dealer must watch closely the 
type of person he sells to. 
Following are their individual 
comments on the plan: 
* * * 


R. A. Troxell, used car sales 
manager, Donaldson Motor Co., 
Pittsburgh, Chevrolet: “Six per 
cent time payment plan has been 
very effective in sales of new cars. 
Believe it will increase car sales 
in long run, because it is fair 
plan of finance and inspires con- 
fidence in buyer because of sim- 
plicity. Don’t advise lower 
monthly payment or longer plan. 
Wouldn't make term longer than 
18 months or lower than 6 per 
cent. Plan has had no effect on 
used car sale as far as I can see.” 

* . ” 

Robert K. Boyer, president 
Boyer Motor Co., South Hills, 
Pittsburgh, Plymouth: “Oppose 
$25 monthly payment plan be- 
cause it doesn’t give dealer fair 
chance for profit. Also opposed 
to plan whereby dealer is obliged 
to assume responsibility for buyer. 
Don’t believe this will increase 
sale of new cars in long run. 
Believe it will result in more re- 
possessions due to the long period 
of payment and in general think 
it will cause more grief for the 
dealer. Is blow to used car mar- 
ket because plan makes purchase 
of new car much more attractive 
to buyer who really is prospect 
for used car. Twenty-five dollars 
a month plan is mere inflation of 
sales promoted by manufacturers 
to help production.” 

* 7 * 

William Miller, president Miller 
Motor Co. Pittsburgh, Ford: 
“There has been no direct effect 
as yet on new car sales as result 
of extended payment plan. Am 
afraid new time plan will result 
in more repossessions and be 


detriment to used car sales. Buy-| 
| as carefully as before. 


ers will be tempted to use new 
ear for year and then dump it 
back on to dealer before even 
wholesale price has been paid. We 
are encouraging buyers to use 18- 
month plan in _ preference to 
longer term using argument that 
finance charges are less.” 
* * * 


K. K. Kenderdine, 


tiac, Chicago: “Lower and longer 
down payments being advocated 
and employed in some circles 
have neither helped nor hurt our 
new car business. My idea is 
that they might harm used car 
sales, since so many customers 
who otherwise would buy used 
cars will be encouraged to switch 
to new ones. I think it more im- 
portant to lower and extend used 
car payments, rather than new 
car purchases.” 
+ * * 

Frank H. Yarnall, sales man- 

ager Glenn E. Holmes, Inc., Ford- 


president 
Northwest Buick Co., Buick-Pon- | 





| Lincoln, Chicago: 





Do 





“The selling 
season hasn’t progressed far 
enough to render a fair estimate 
on the value of longer and lower 
new car payments. We have re- 
ceived inquiries about the plan 
adopted by Ford in common with 
all Chicago dealers. The sub- 
zero wave has held back our 
business. I will be able to tell 
more about how the plan works 
after a month or two of spring 
selling. So far as used cars are 
concerned, provisions have been 
made in the case of 1933 and 1934 
models similar to those for new 
cars.” 
* a * 

R. H. Keeling, vice-president 
Studebaker Sales Co., Studebaker, 
Chicago: “Manufacturers and 
dealers in the field first should 
reap the benefits of lower and 
longer payments on new cars. 
There will be no particular ad- 
vantage to anyone.in the trade in 
the event that the plan is widely 
adopted. I think it a sound idea 
for the early part of the year 
when new cars have not been on 
the market long. If any revision 
is made, I would recommend that 
it be abandoned during the latter 
months of the year, just preced- 
ing the introduction of new mod- 
els. The spring selling season 
will give a good line on the value 
of the whole idea. Both new and 
used cars should receive equal 
consideration in any payment 
plan.” 

* + * 

Al DuTeau, president DuTeau 
Chevrolet Co., Lincoln, Neb.: “The 
long term, long payment proposi- 
tion has made little difference in 
new car sales. It appears to me 
to be mainly a subterfuge to bait 
customers into the place of busi- 
ness. Before a new car sale is 
made, the customer must be en- 
titled to a liberal credit deal be- 
fore a sale will be made, and so 
far as the rank and file of our 
customers are concerned, they 
could obtain as liberal a payment 
plan before the new policy was 
announced as now. Depreciation 
must be considered in the light 
of equity so far as a deal is 
concerned. 

“The 6 per cent plan carrying 
charges as offered by GMAC has 
offered this advantage—it gives 
the customer a black and white 
knowledge of what he is paying 
for, and may attract new custom- 
ers on that basis. However, we 
are not going to meet the new 
payment plan except insofar as 
the customer’s credit rating mer- 
its. 


ance of the practice offers no 
special inducements, except for 
possible publicity advantages, and 
I do not see where it will benefit 
the dealer in the long run.’ 
+ Ea ~ 

Frank DeBrown, DeBrown Auto 
Sales Co., Studebaker, Lincoln, 
Neb.: “We haven’t had much ex- 
perience with the more liberal 
credit plan, but it should enable 
the average dealer to make more 
new car sales than would have 
been possible otherwise. The only 
possible exception to its success 
I can see is that it might inter- 
fere with the sale of later model 
used cars. 
ing to buy a higher-priced used 
car probably will be influenced to 
buy a new car instead under the 
long-term low-payment plan, but 
as a whole the liberal 


We will consider each deal} 
Continu- | 


Some persons intend- | 


policy | 
should help the dealer, and I be-| 
lieve the practice will be of great | 
enough value in new car sales to} 





— 





HEAD DODGE OLD-TIMERS CLUB. These men constitute the 
board of officers of the club which has just been formed with a mem- 
bership of 4,500 Dodge workers who have been with the company 10 


years or more. 


The officers are, front row, left to right: John Len- 


nie, president; George Humphries, corresponding secretary. Top row, 
left to right: George Renton, vice-president; Michael Sheehan, re- 


cording secretary. 





offset. any possible damage to 
used cars.” 
* * * 

C. Zurcher, sales manager King 
Motors, Inc., Hudson and Terra- 
plane, Lincoln, Neb.: “The re- 
cently announced credit plans in- 
volving more time and lower pay- 
ments on new cars are chiefly a 
gesture so far as I have been able 
to determine. If the prospective 
customer’s credit is good enough, 
we take him—if not, we don’t. 
No new credit policy is going to 
change this practice, and except 
for the publicity value, there is 
no need I can see of continuing 
the liberal policy. Most any 
dealer will agree that no new car 
sale will be made unless the 
dealer is convinced the customer 
is worthy of credit. I can see, 
however, how the new practice 
might increase the number of 
prospects if given enough pub- 
licity.” 

*” * * 

X. R. Gill, Studebaker dealer, 
Dallas: “The long-term, low- 
installment plans for buying new 
cars has not stimulated that line 
of business to any noticeable de- 
gree. On the other hand it has 
hampered sales of used cars, es- 
pecially those of high priced va- 
riety. I oppose continuation of 
any scheme launched for a par- 
ticular purpose when it fails to 
accomplish results.” 

* * * 


John Yeager, Bolling Pontiac 
Co., Dallas: 


may have increased sales on cer- 
tain lines to some extent but it 
has had adverse effect on sales of 
late model used cars. 
favor continuing the present new 
car finance set-up if the factories 


and finance companies can work | 
plan whereby buyers of|! 


out a 


ROOM FOR SEVEN. 


“Lower terms and} 
| long time payments on new cars 


We would | 








high priced used cars will have 
the same advantage offered new 
car buyers.” 

* * * 


Ben Griffin jr., Fords, Dallas: 
“Lower installment payments ex- 
tending over longer period of 
months has not stimulated busi- 
ness for us. That probably is due 
to fact under our own finance 
plan we had payments as low as 
$25 per month before finance 
companies adopted that figure as 
minimum. It is likely sales of 
some concerns have been stimu- 
lated, but sales of late model used 
cars have suffered as a result. If 
the finance companies could ex- 
tend the long-term and low-pay- 
ment plans to used cars it would 
be a greater aid to the business 
generally.” 


Registrations 
Show Increase 


In Wayne County 


DETROIT.—A total of 7,377 new 
passenger cars were registered in 
Wayne County (Detroit) during 
January, the Detroit Automobile 
Dealers Assn. reports. This com- 
pares with 5,462 units registered 


|} in January, 1935. 


Ford V-8s led the list in the 
Motor Capital with 2,903, while 
Chevrolet placed second with 
1,438, and Plymouth third with 
648 units. Last year in January 
these three makes, in the order 
named, registered, respectively, 
3,056, 408 and 506 units. 

Truck registrations for January 
also showed a gain over last year. 
A total of 686 commercial jobs 
were registered, compared with 
559 for the same month in 1935. 


A seven-passenger sedan with a 130-inch 


wheelbase has been added to the De Soto custom Airstream line. 


Wheelbase of the other De Soto models is 117 inches. 


List price of 


the new model is $1,075, f.o.b. factory. 








Buick January 
Deliveries Set 
At 7,038 Units 


FLINT.—Buick domestic retail 
deliveries for January set a new 
high for any corresponding period 
since 1929, W. F. Hufstader, gen- 
eral sales manager, announced 
today. The January deliveries 
totaled 7,038 units. 

Each 10-day period of the month 
saw a definite increase in deli- 
veries. During the first 10 days 
deliveries were 1,877 units; dur- 
ing the second 10-day period the 
figure was 2,374 while the last 
period accounted for 2,787 units. 


The 7,038 January total com- 
pares with 3,747 in the corres- 
ponding period of 1935, a gain 
of 3,291 units or 88 per cent. 


GMAC-Indiana 
Finance Case 


To High Court 


WASHINGTON.—The Supreme 
Court has decided to hear argue- 
ments in the appeal of the State 
of Indiana for review of a deci- 
sion of a three-judge federal court 
holding unconstitutional the 1935 
law regulating retail instalment 
sales. 


In two cases Gov. Paul V. Mc- 
Nutt and other officials appealed 
for reversal of the injunctions 
granted in the lower federal 
court to General Motors Accep- 
tance Corp. and McHenry Chev- 
rolet Co., Inc. 

The law, which applies to in- 
stalment sales up to $1,500 and 
regulates charges and terms, was 
held by the lower court to de- 
prive the companies of property 
without due process of law. 


E. J. Reeser New Nash 


Promotion Manager 


KENOSHA, Wis.—E. J. Reeser 
has been appointed Nash sales 
promotion manager, it was an- 
nounced here this week. Reeser 
has heretofore been connected 
with promotional work with other 
units of the industry. Reeser suc- 
ceeds Storrs J. Case, who has 
handled the sales promotion ac- 
tivities at the factory for three 
years past. Case has been ap- 
pointed eastern sales manager, it 
is announced, to succeed Richard 
H. Israel, who left the position of 
eastern sales manager recently to 
become president of Nash Motors 
Co. of New York, Inc. 


heiisihiiin Pay Tribute 
To William W. Hoagland 


GRAND RAPIDS, Mich. — A 
banquet honoring William W. 


| Hoagland, formerly chairman of 


the board of the Hayes Body 
Corp. was staged here recently 
by officers and executives of the 
body company. 

Hoagland has resigned his posi- 
tion with Hayes in order to de- 
vote all his time to his duties as 
president of the American Auto 
Felt Co. He joined the body com- 
pany as purchasing agent in 1919 
and in 1927 was elected president. 

Hoagland was presented with 
an engrossed resolution from 
Hayes employes in appreciation 
of his application of the golden 
rule during his term in office. 


eR a $3 Tags 


COLUMBIA, S. C. — Governor 
Johnston has again urged the legis- 
lature, now in session, to “give the 
people a $3 automobile license tag.” 
This was one of the principal planks 
of his platform. He said that the 
General Assembly would “speadily 
pass this measure so the people 
may benefit, beginning at the ex- 
piration date of the six month tags 
now in use.” 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. | 
It will confine itself to the wpbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value. 
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Neighborly Neighbor, Sloan 


Bq -HOING the same sentiments which he expressed re- 
4 cently before the Manufacturers Assn., in New York 
City, Alfred P. Sloan, president of General Motors, at a 
banquet tendered him by the citizens of Pontiac this week, 
pointed to the new responsibilities of industry. Mr. Sloan 
called attention to the problems which face our nation 
today as the result of improved machines and methods 
and changed marketing conditions. He pointed out that 
in the earlier days the rapid growth of our country pro- 
vided markets far in excess of our ability to produce. 
New methods and machines, plus a greater saturation of 
the market and the inability of producers to consume in 
relation to their ability to produce, has changed the entire 
national outlook, Mr. Sloan maintains. The answer, in his 
opinion, lies in the willingness of industry to view the new 
picture from its correct angle and so arrange its affairs 
that the ability of the producers to consume more goods | 
will be augmented. A decentralization of industry and_| 
higher wages is part of his program. If industry will fol- 
low Mr. Sloan’s advice on these matters, we feel that it} 
may escape further political dictation and, at the same 
time, win a wholesome respect and confidence for itself | 
throughout the nation. | 





Social Security is Scrutinized 

7” AN EFFORT to find out who does what to who, and| 

for how much, under the new social security legisla- 

tion, experts of the Wall Street Journal have given care- 

ful study to the entire program. On page three of this 

issue the findings of these experts and the probable effect 
on automobile production and merchandising is shown. 


These studies reveal that under the new laws the cost 
of production of automobiles will rise from $7.50 to $22 
per car. If this increase is absorbed by the factories it, 
naturally, will work a hardship on the smaller plants. If 
it is passed on to the consumer, it will mean an increase in 
new car prices, with a corresponding decrease in sales. If 
an effort is made to offset the increased costs through the 
purchase of more efficient machinery, which will not have 
to be pensioned, labor will suffer. 

_ By and large it would seem that social security laws, 
like other Utopian dreams, may lose attractiveness when 
brought close enough for more careful scrutiny. We are 
inclined to agree with A. P. Sloan, of General Motors, in 
feeling that our basic trouble is our lack of familiarity 
and application of the technological advancements that 
have been made during the past two decades. Once we 
have learned to apply these advanced devices for the gen- 
eral welfare, security legislation will die a natural death. 





Can’t We Control Carelessness? 


BAS TALITIES in automobile accidents of various kinds 
during the past year are reported by Travelers Insur- 
ance Co. as 36,100, an increase of about 1 per cent over 
the 35,729 in 1934. When we consider the sharp increase 
in the use of automobiles in 1935 as compared with 1934 
the increase in fatalities is not serious. On the other 
hand, this report shows 23,570 fatalities in 1935 due 
directly to carelessness in one form or another. 


| taxes. 


By the Publisher 


Lake Worth, Fla. 
WEATHER, Extreme low 
JALOPPIES AND temperatures 
SAIL FISH in the north 
usually affect 
this sun parlor of America the 
same way. As long as the wind 
howls down from the north, folks 
here complain as much as they 
do back home when the ther- 
mometer hits zero. But when the 
wind swings east or south, it 
travels over that most wonderful 
of nature’s phenomena, the faith- 
ful old Gulf Stream, and then, sun 
or no sun, the temperature climbs 
over 70 and stays there night and 
day. 

The fishing pier at Palm Beach 
is the point of the United States 
nearest to the Gulf Stream and 
the stretch of white sand beach 
between here and Miami therefore 
is the nearest thing in the 48 
states to perennial summer. It 
is a standing joke down here 
that ordinary bad weather up 
north is heralded by eight-column 
screamers in the Florida news- 
papers. So the extraordinary 
weather of the past few weeks 
has left the papers in a quandary, 
with no type large enough to 
scream the facts. Small wonder 


| that hotels and apartments are 


overflowing with timid north- 
erners and most northbound 
trains are running deadhead. 

* * * 


NO STATE NEEDS enforced 
inspection of motor vehicles more 
than Florida, unless it be the 
states immediately to the north. 
As I have stated in this column 
for two preceding years, there 
are more ramshackle vehicles on 
the roads down here than one will 
see in a month of Sundays up 
north. And by the same token, 
there are more careless drivers, 
and, consequently, more accidents 
per mile of roadway. A law sim- 
ilar to that in Pennsylvania would 
probably rid the highways of 
about one vehicle out of three 
which bear Florida licenses and, 
incidentally, give the service sta- 
tions more work than they could 
do during the coming summer. 

Some day our industry may 
wake up to the fact that well- 
organized and financed lobbies in 
each state capital would make in- 
spection laws as universal as gas 
We might borrow the ex- 
perience of the safety glass pro- 
ponents, who proved you can get 
what you want even from lacka- 
daisical legislatures if you go 
after it. 

* * * 


IF YOU ARE one who believes 
the used car problem never will 
be solved, consider the case of 
the sailfish. Authorities agree 
that the first sailfish was caught 
in 1912, and then by the simple 
discovery that this wary fish does 
not grab its prey, but stuns it 
first with a blow from its long 
bill and then comes back to de- 
vour at its leisure. Therefore, the 
novice now follows the simple 
formula of releasing his reel at 
the first strike, counting 10 slow- 
ly, and then bringing his line 
taught. If the sail has taken the 
bait, you do not need to be told, 
for you have ahold of six to eight 
feet, of the fightingest fish that 
swims in any water. If you are 
lucky and have enough stamina 
at the end of 15 to 40 minutes Mr. 
sail is near enough so your cap- 
tain can blackjack him into in- 
sensibility and haul him aboard. 


Last Sunday I caught one that 
topped for weight anything taken 
since the Palm Beach sailfish 
derby began January 15. He 
scaled 75 pounds and measured 
7 feet 11, although his bill was 
partly broken off. Yesterday a 
gentleman from New Jersey top- 
ped my fish by four pounds, so 
tomorrow I go forth to regain the 
honor for the middlewest before 
the derby closes on Saturday.— 
G. M. S&S. 
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It Never Melts! 
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Amn RUTO 
me, TAXATION 
/ HOLDS UP ; 
. MOTORISTS “ Ag 


On the roads and streets 
throughout the land 
The year around these drifts 
persist, ; 
And piling ever higher make 
Tough going for the motorist. 


< 


Mb larvcleng 


In winter, summer, spring or fall 
These mounting obstacles per- 
vade 
All ways, and if they do not melt, 
Will soon produce complete 
blockade. 


Motor taxation as seen by Nelson Harding in the Detroit Times. 


in This 


Corner 


The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. 


Readers 


are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Wants Bonus 


Here’s an item for your “In This 
Corner” column. 


Congratulations to Walter P. 


Chrysler for his beneficent distribu- | 
tion of $2,300,000 of the earnings | 


to employes of his companies. 
There are, however, thousands 
forgotten indirect employes on whom 
most of the business depends for its 
earnings, who could use at least a 
similar portion at this time of the 
year. 


Who are the men who begin and | 
make the sales of cars? “Salesmen.” | 


Who does the boosting in face of 
competition? “Salesmen.” 

A large portion of employes in 
automobile factories are salaried men 
and assured of their living from 
week to week, whereas, most sales- 
men are on commission basis, aver- 
aging 5 per cent less deduction for 
trade-in, and are certainly not get- 
ting rich but in a good many cases 
just about making a scant living. 

There is no doubt that the above 
gift to Chrysler employes will en- 
courage them to work better and 
produce better cars which will help 
salesmen to sell them. 


How about encouraging salesmen a 
little substantially? Monroe T. 
Bauer, salesman, Norristown, Pa. 


Gets Bell 


Let’s ring the bell (not Major 
Bowes’ Amateur Hour bell) for the 
Mid-week Digest. 

It reminded me of my engage- 
ment to hear Roy Faulkner when 
he spoke at the Penn. Athletic Club 
yesterday, and I am sure glad it did 
because he certainly “did his stuff.” 


It also called my attention to the 
memory tour over the Dixie High- 
way and gives me courage to hope 
that I may again have an opportu- 
nity to say hello to Colonel Gil- 
breath, our very good mutual friend. 
—F. E. Ballantyne, general manager, 
Automobile Club of Philadelphia. 


Like ADN Best 


As a constant and enthusiastic 
reader of Automotive Daily News, 
I wonder if you could supply me 
with the following information. 

I would like to have the individual 
registrations for 1935 of the pas- 
senger cars included in your mis- 
cellaneous groups. For example— 


of | 





Austin, Brewster, Duesenberg, Stutz 
and any other domestic makes that 
may be included. 

I thing an interesting and inform- 
ative article to incorporate in your 
year book or an issue of Automo- 
tive Daily News would be a compila- 
tion of the foreign cars imported 
into the U. S. and registered each 
year, according to the most popular 
make, country of origin, etc. 

As a reader of five American and 

(Continued on Page 21, Col. 5) 


AS OTHERS | 
SEE IT 


| Safety on the Road 


On the same day that the auto- 


motive industry decided to oppose 
“horror campaigns” to lessen motor 
car accidents, Chief Skidmore re- 
ported that last year 65 people were 
killed in automobile accidents in 
Nassau County, an increase of 18 
over last year, and that 1,783 per- 
sons were injured in 3,468 accidents 

Some members of the industry 
said that “factory tests” had long 
ago shown that gruesome pictures 
do not reduce accidents, which is an 
astonishing statement, while others 
said the horror campaign had served 
its purpose, and that is very likely 
true. 

It is difficult to imagine anything 
that could exceed “—-And Sudden 
Death” in its gruesome bloody de- 
tails, and repetition would arouse 
disgust and even resentment that 
must defeat the object. Few people 
can be shocked by the same thing 
twice. 

When silly teachers read extracts 
from “—And Sudden Death” to 
children, it was little less than a 
crime. There is definite evidence 
that, in scores of cases, children 
were so thoroughly frightened that 
they were afraid to enter a car, 
and often left it with their nerves 
temporarily shattered. 

But on the other hand the horror 
campaign did transform careless, 
unthinking drivers into careful ones. 
And the intelligent campaign which 
the automotive industry is making 
for safe driving is invaluable.— 
Great Neck (Long Island) News. 
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ACCIDENT?—The News led all New York 
newspapers in Automotive advertising in the month of 
January . . . Well aware that a single swallow does not 
make a summer, we do not presume to overrate the 
significance of this happening . .. We do know, however, 
that The News should have been first every month a long 
time ago...and will be first every month as soon as 
automotive advertisers really realize the abilities of New 
York newspapers! . . . Significant or not, we thank the 
advertisers who gave us our first first in this classification 
last month! THE NEWS, New York’s Picture Newspaper, 
220 East 42d St., New York; Tribune Tower, Chicago. 
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Pittsburgh Sales Service Station Grows Rapidly 


Hobby Now 


Requires Full Attention 


By NORMAN L. PARK 


PITTSBURGH. — In three big 


jumps dating from November of | 
the| the trade which has put a sub- 
the 


1932 to December of 1935, 


Amon Oldsmobile Co. on the Ohio | 
River Blvd., west of this city has| 


emerged from a tiny gas service 
station with a single boy attend- 
ant to a dynamic neighborhood 
sales-service station with 18 per- 
sons on its payroll. 


J. W. Amon jr., then a General 
Motors official in this territory, 
bought the small station as an 

investment and 
a hobby. Located 
on an inter-city 
boulevard which 
carries about 
5,500 motor ve- 
hicles past the 
gas pumps every 
day, the station 
prospered and 
soon Amon gave 
up his position 
and devoted full 
time to building 
it into a modern 
service unit. 

The second major expansion 
came in April of this year when 
the Oldsmobile agency was 
acquired. One wing of the super 
service station was converted into 
a display room big enough for a 
single new car, but it didn’t take 
long for the proprietor to see that 
he needed more sales and service 
space. 

Wing is Added 


So an additional wing was built 
on the left front and rear of the 
building, adding 5,000 feet of floor 
space which is divided into a new 
car showroom for three vehicles 
and a generous repair service de- 
partment. The former display 
room was converted into a ladies 
lounge and sales manager’s office. 

With the recent opening of the 
new addition, the station marked 
its third big expansion move and 
Amon now believes he is ready to 
serve his neighborhood in as mod- 
ern and profitable manner as is 
possible. 

Plans to stage a gala opening 
ceremony, even to the extent of 
chartering an airplane and shower 
the Ohio valley with announce- 
ments, were junked “because busi- 
ness is so good we felt the cost 
of a celebration would have been 
a waste of money.” 

The station is located in Ems- 
worth borough which has a popu- 
lation of only 2,700 but within a 
five mile radius there are seven 
other boroughs containing 28,000 
inhabitants. Not from the tran- 


SUPER 





sient motorists, but from car own- 
ers living in this territory comes 
stantial foundation under 
sales-service business. 


Has Departments 

Various parts of the business 
are completely segregated into de- 
partments, and Amon uses the 
theory that it is unwise for the 
manager to meddle too deeply 
with any of them. His sales man- 
ager, J. O. Ladd, has complete 
charge of this department and the 
three salesmen. He makes all of 
the appraisals and concludes the 
deals on both new and used cars. 


E. T. Taylor, the service man- 
ager, has full authority over his 
part of the work which includes 
four mechanics, five attendants in 
the super service station, a lubri- 
cation man and a car washer. 

A full time accountant takes 
care of the books, cost and ex- 
pense charts and the payroll. 
Charles Seger is the accountant. 

In this way Amon is free from 
the direct responsibilities which 
many dealers take upon their per- 
sonal shoulders, and he devotes 
his time to specific problems 
which need the most attention. 

Its equipment is one key to the 
success of the station. Four of 
the most modern computing gaso- 
line pumps are on the concrete 
apron. A complete set of Oldsmo- 
bile precision tools, a four-bin 
parts set-up, a complete Alemite 
equipment, an electric welding 
apparatus, a Sun motor analyzer 
and a Weidenhoff battery ana- 
lyzer make possible as quick and 
satisfactory a repair or overhaul 
job as can be done in any Oldsmo- 
bile agency or shop in the greater 
Pittsburgh area. 


Kept Under Cover 


Fifteen used cars can be dis- 
played to advantage on the con- 
crete front apron without inter- 
fering with the service space. A 
storage building a few doors away 
has been leased as a used car 
warehouse and all vehicles are 
driven under its roof at night. 
Recently a second warehouse also 
had to be acquired to take care 
of the new and used cars of the 
business. 

The station handles Freedom 
gasoline exclusively and does a 
large boulevard service business 
in gas and oil. 

Sales figures of new and used 
ears for the last four months, 
with used cars far ahead in vol- 
ume each month, show the sound 
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Mendenhall Motor 
Co., St. Louis, re-} 
cently installed its i 


second Curtis Lift. ———S—— - 
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THREE TO ONE. About three used cars are sold for every new car delivery by the Amon Oldsmo- 
bile Co. neighborhood service station near Pittsburgh. Here is a full view of the attractive station. 


Illness Forces Gilpin Out; 
Simpson Heads Pontiac Sales 


(Continued from Page 1) 


character of the business. In Oc- 
tober, eight new cars and 17 used 
vehicles were delivered; in No 
vember, 15 new cars and 27 used; 
in December, 15 new and 25 used 
and in January, eight new and 24 
used cars delivered. These figures 
do not include numerous orders 
on the books for future delivery. 


Parts Shipments 
Holding Steady, 
Says MEMA Index 


NEW YORK.—The steady ad- 
vance in original equipment ship- 
ments to car manufacturers as 
well as an upward trend in acces- 
sory shipments to wholesalers 
balanced the usual decline in De- 
cember, reports the Motor and 
Equipment Manufacturers Assn. 
The Grand Index of all divisions 
of manufacturers reporting their 
business figures to the MEMA re- 
mained the same as the Novem- 
ber figure, 135 per cent of the 
January, 1925 base, which com- 
pares favorably with the 99 per 
cent reported for all divisions in 
December, 1934. 

Shipments to car and truck fac- 
tories for original equipment rose 
to 155 per cent of the January, 
1925 base from the November fig- 
ure of 148 per cent. The Decem- 
ber, 1934 index figure was 101 per 
cent of the base. 

Service parts shipments to 
wholesalers in December stood at 
107 per cent of the base, which 
compares with 139 per cent in 
November and 103 per cent for 
December of the previous year. 

Accessories shipments to whole- 
salers reached a new high of 160 
per cent of the 1925 base, as com- 


| pared with 147 per cent in Novem- 
| ber and 110 per cent in December, 


1934. 

Service equipment shipments to 
wholesalers went to 73 per cent 
of the base. The November index 
for this classification stood at 80 
per cent while the figure for De- 
cember, 1934, was 55 per cent of 
the base. 


Smith Heads Group 


HARTFORD, Conn.—Charles_ T. 
Smith. head of the City Auto Top 
& Body Co., has been elected presi- 
dent of the Hartford Automotive 
Servicemen’s Assn. He was vice- 
president during 1935. Other offi- 
cers are Emil Polce, vice-president; 
Carl E. Thorngran, secretary, and 
Joseph Kumovis, treasurer. The 
latter two were re-elected. Mem- 
bers of the association’s board of 
directors are Charles Case, Henry 
Kraekemier and August Mertz. 


East Goes to Houston 

CLEVELAND.—Charles W. East 
has been appointed district sales 
manager of Republic Steel Corp. at 
Houston, Texas, according to an- 
nouncement. 

East leaves his post as assistant 
manager of sales in Republic’s pipe 
division immediately to establish his 
headquarters in Houston. He spent 
many years in the Birmingham office 
of Republic. He succeeds Robert E. 
Lanier, resigned. 





son was put in charge of western 
sales. 

That was his first central office 
job and the ease with which he 
took up these new duties and 
surroundings is indicated by. 
Klingler, who says, “Simpson 
adapted himself to central office 
procedure and picked up _ the 
broader national point of view 
quicker than any sales executive 
in my experience.” 

That he has done an outstand- | 
ing job is evident from the 1935) 
results. The Pacific region sold 
more than three times as many 
Pontiac cars as it did in 1934, 


tion and training, the new sales 
head has been fully initiated into 
the ways of the north, including 
the rigors of the present winter. 
Some two weeks ago he and 
Klingler found themselves snow- 
bound for 30 hours on a train in 
southern Minnesota with the ther- 
mometer at 38 degrees below zero. 


| Wisconsin Axle Corp 


Is Timken Subsidiary 
OSHKOSH, Wis.—The Wiscon- 
sin Axle Co., here, has been dis- 
solved, and the Wisconsin Axle 
Corp., a reorganized company and 


while the mid-west and southern) a subsidiary of the Timken Co., 
regions more than doubled their | Detroit, has filed articles of in- 


business. 


| corporation in Wisconsin as the 


A southerner by birth, educa-' successor firm. 


NSPA Committee 
Members Chosen 


By J. P. Muller 


DETROIT.—J. P. Muller, Fort 
Worth Wheel & Rim Co., Fort 
Worth, Tex., president of Na- 
tional Standards Parts Assn., has 
announced his appointments to 
the various committees which will 
function on behalf of over 500 
NSPA jobbers and manufacturers 
during the current year. 

All sections of the country are 
represented in the appointments 
as are many of the different 
manufacturer product groups. 

Committees whose considera- 
tions include the problems of both 
jobbers and manufacturers carry 


50-50 representations of the asso- | 


ciation’s two divisions which are 
headed by L. F. Hunderup, Van 
Norman Machine Tool C.,, 
Springfield, Mass., manufacturer 
senior vice-president; and V. C. 
Hossellman, Siferd - Hossellman 
Co., Lima, O., jobber junior vice- 
president. 

In addition to President Muller 
who is also chairman of the board 
of dierctors, executive and finance 
committees, the following will 
head other NSPA committees: 
Manufacturers’ Board of Govern- 
ors—L. G. Matthews, Sealed Power 
Corp., Muskegon, Mich.; Whole- 
salers’ Board of Governors—V. C. 
Hossellman, Siferd - Hossellman 
Co., Lima, O., Marketing Research 
—Wm. J. Menghini, Springfield 
Auto Supply Co., Springfield, Il.; 
Membership—R. D. Black, Black 
& Decker Mfg. Co., Towson, Md.; 
International Trade—Harry Reis- 
ser, Link-Belt Co., Indianapolis, 
Ind.; Legislative—L. H. Phelps, 
Phelps-Roberts Corp., Washing- 
ton, D. C.; Trade Ethics—Russ 
Merrill, Baldwin Auto Parts Co., 
Detroit, Mich. J. W. Van Allen, 
who has served as the associa- 
tion’s legal counsel since its or- 
ganization in 1924, has been re- 
appointed for the current year. 


Kaminsky Named Head 
Of Savannah Dealers 


SAVANNAH, Ga. — The Sav- 
anah Automobile Dealers’ Assn. 
held its annual meeting Feb. 7 
and elected new officers for the 
coming year. Miller Kaminsky, 
president of the Chatam Motor 
Co., was named president to suc- 
ceed S. N. Harris. Other officers 
elected were: Michael Russell, 
president of the Auto Exchange, 
vice-president; and J. G. Harmon, 
vice-president of the Harmon 
Chevrolet Corp., secretary and 
treasurer. 

There was an informal discus- 
sion of the proposed ordinance to 
require inspection of all automo- 
biles, the dealers being opposed 
to some of the provisions of the 
ordinance, it was stated. 


Pontiae ia cemiiiais Hold 


Numerous Service Meets 
PONTIAC, Mich.—Service de- 
partment executives of Pontiac 
Motor Co. held meetings and serv- 
ice schools at all regional head- 





quarters during the past week. 

All zone service representatives 
gathered to discuss the progress 
in Pontiac service during the last 
three months and to become 
acquainted with the program for 
spring. Special stress was laid 
on the subject of modern lubrica- 
tion and on methods of aiding and 
assisting dealers in their service 
departments. 

L. K. Marshall, general service 
manager held the two-day school 
and meeting for the midwest 
region at Chicago. O. A. Lamo- 
reux, parts and accessories man- 
ager carried on the same program 
in Pontiac for the central region. 
G. M. Burrage, assistant parts 
and accessories manager con- 
ducted the program for the At- 
lantic region in New York City. 
Southern region meetings in Mem- 
phis were in charge of J. H. Otis, 
assistant general service manager, 
while the Pacific region was taken 





care of by O. M: Dahl, western 
technical service manager. 





Bohnalite Pistons and Bohn Ring True Bearings 
are worthy companions to Bohnalite Cylinder 
Heads—see that the car you sell is so equipped. 


BOHN ALUMINUM & BRASS CORPORATION 


Executive Offices —Lafayette Building — Detroit, Michigan 


Guard against just such remarks, Mr. 
Dealer! Modern-minded motorists look 
for Aluminum because they’re well aware 
of the fact that times have changed—the 
horse and buggy is out—ALUMINUM IS IN! 


Motor cars equipped with Bohnalite cylinder 
heads have a decided advantage — they actu- 
ally deliver super-performance for the super- 
critical buyers of today. 


stetitnemnsibinatitr te eee 





Springfield Dealer Sells Complete Service 
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Growth of His Business 
Forces Plant Expansion 


SPRINGFIELD, Mass.—Joseph 


G. Kossick, Ford dealer in Spring- 
field for the past 24 years, sells 
his customers 
complete  serv- 
ice. Right next 
door to the 
building that 
houses his new 
and used car 
plant and the 
service depart- 
ment he has a 
gasoline station 
where a leading 
gas is sold. The 
station has been 
next door to the 
sales rooms for 
two years, but was not acquired 
by Kossick until last August when 
he began to remodel his building. 


For some time he has had a 
gasoline station and service de- 
partment in Longmeadow, a 
Springfield suburb, which he still 
operates successfully. This gives 
his customers living in that sec- 
tion the same complete service 
without the long ride into Spring- 
field. He also conducts a Ford 
sub-dealership in North Agawam. 


The purchase of the service 
station on the corner lot was 
forced by the fact that the Auto- 
mobile Sales Co., Kossick’s firm, 
does approximately 65 per cent of 
the Ford servicing in the Greater 
Springfield area and had to cope 
with the problem of giving all 
kinds of service to its customers. 

“The service station next door 
to our salesrooms has been a great 
asset to us,” Kossick told Auto- 
motive Daily News. “We service 


approximately 53 cars a day in 
our regular service department, 
and our friends and customers 
urged us to complete this set-up 
by adding a _ gasoline station 
which they could patronize. The 
attendants, the same ones who 
operated the station before we 
bought it, claim that of the 30 
per cent increase in number of 
regular. customers noted, at least 
25 per cent is made up of our 
car-owners. 


Helps Used Cars 


“The station that we have 
operated in Longmeadow has also 
been a great asset to us. There, 
our customers who are a consid- 
erable distance from our central 
place of business can get our 
service, the service that their cars 
are used to and deserve.” 


Kossick finds the complete serv- 
ice set-up has helped his com- 
pany in a number of ways, one 
of these being in the handling 
of used cars. The main service 
department occupies the rear half 
of the Springfield building, 12,000 
square feet of floor space in all. 
There everything has been sys- 
tematically laid out to facilitate 
service work. In addition to cus- 
tomer labor, the department re- 
conditions all used cars for re- 
sale. 

Each used car goes first to the 
“metal man,” who removes dents 
from the fenders and body and 
makes replacements where neces- 
sary. As the car is finished in 
that department it is moved along 
to the next man, who tears down 
and rebuilds the motor. Next 
comes the grease rack, paint shop, 


“IN BAD WEATHER WE WASH 
84 TRUCKS EVERY 24 HOURS. 


The MANLEY is a fast washer” 


@ This is what the garage manager of a nationally known 
manufacturer has to say about the Manley #608 Car Washer. 


He adds: 


“This Manley Washer is sure proving its stuff. 


Keeping our light delivery trucks ‘spick and span’ is just good 


business in the food business. 


Before we put in this washer 


it used to take one-half hour for two men to do a truck. Now 


they turn one out in seven or eight minutes. 


With all the load 


we’ve put on this washer, it hasn’t given us a moment’s 


trouble.”’* 


Regardless of your car washing problem, there is a Manley 


Washer suited to your needs. 


salesman. 


*(Name on request) 


Talk with your jobber’s 


MANLEY MANUFACTURING DIVISION 


of the American Chain Company, Inc. 
York, Pennsylvania 


In Business for Your Safety 


Service 
RE 772 Tee 


MANLEY 


AeLUID VIA EY 





NO, THIS ISN’T an Airflow De Soto. It’s a French Peugot coupe, 
with hidden headlights and disappearing single-piece top. European 
designers are indicating a marked swing to Airflow styling a la 


American. 





tire department and finally the 
washing rack. After that the car 
is ready to go on'‘the used car 
sales floor with a 30-day service 
warranty. 

The building has recently been 
remodeled in its entirety. The 
large sales room has been re- 
decorated and repainted and an 
indirect lighting system installed. 
The parts department counter, 
which is located in the rear of 
the new car salesroom, has been 
completely rearranged and out- 
fitted so that a minimum of time 
is needed to secure a part for a 
customer. 


Better Grade Cars 

In addition to these departments, 
the company also has a used 
car salesroom for the better grade 
of used cars and a used car lot 
on the opposite side of the street 
for lower priced models. The 
building has been devoted to the 
sale and handling of Ford cars 
for 24 consecutive years, having 
been originally a factory branch. 


“Along with striving to make it 
easier for the customer to have 
his car correctly serviced, we 
have averaged a total sale of 1,- 
300 cars a year for the past 16 
years, 700 of them used cars,” 
Kossick says. “We are also parts 
distributor for Western Massa- 
chusetts, reputedly the largest 
west of Boston. We employ two 
trucks in this department and 
are doing $100,000 worth of parts 
business annually. It takes 44 
people to handle this growing 
business of ours, 12 of whom are 
salesmen. Of the original staff 
I had when I started more than 
80 per cent are still with me.” 


About 75 cars a year are junked 
by the company. These are cars 
considered unfit for further driv- 
ing. They are thoroughly smashed 
up and the remains sold to junk 
yards. On such cars, Kossick 
stands the entire loss himself. 


More Expensive 


“Due to the fact that we re- 
condition and guarantee’ every 
used car we sell, we find it ap- 
proximately 10 times as expensive 
to merchandise used cars as form- 
erly,” Kossick said. “The cars 
must be mechanically perfect and 
physically attractive. A car that 
we take in for resale is gone over 
completely and we attempt to 
make it as good as it was when 
it came from the factory. 


“The best thing you can give 
your customers is a service so 
complete that everything they 
want can be had at your place. 
Service is what we sell.” 


Dealers Seek To Aid in 


Traffic Safety Drive 
BIRMINGHAM, Ala.—(UTPS). 
—Alabama Automobile dealers 
met here last week to assist police 
authorities and others in map- 
ping out some plan to decrease 
accidents on the state’s highways. 
J. F. Oates, president of the 
Alabama Automobile Dealers 
Assn., said many of the state’s 
present laws are obsolete and 


| should be changed. 


Chrysler, De Soto 
Field Men Will 


Work Separately 


DETROIT.—The Chrysler Sales 
Corp. and the De Soto Motor 
Corp., whose field organizations 
have been contacting jointly both 
Chrysler and Plymouth dealers and 
De Soto and Plymouth dealers, 
announce that certain men in this 
unified organization have been 
assigned to concentrate their ef- 
forts on the development of 
Chrysler and Plymouth business, 
and other men to concentrate 
their efforts on the development 
of De Soto and Plymouth busi- 
ness. This will result in a sep- 
arate field organization for 
Chrysler and another separate 
field organization for De Soto. 


The respective field forces will 
be directed by separate sales ad- 
ministrative groups at the Detroit 
factory, each comprising men 
with long experience in the di- 
visions to which they are now as- 
signed. 

J. E. Fields, president of the 
Chrysler Sales Corp., and Byron 
C. Foy, president of the De Soto 
Motor Corp., say this is another 
step forward in the development 
of an organization that will de- 
vote more of its time to the pro- 
motion of retail selling, thereby 
concentrating greater effort in 
the field. The great increase in 
Chrysler, De Soto and Plymouth 
sales in 1935 and the rapid 
growth of the Chrysler and De 
Soto dealer bodies made advis- 
able the reassignment of person- | 
nel as | indicated. 


Philly Jobbers 
Schedule Meet 
For March 3-6 


PHILADELPHIA.—The sixth 
annual co-operative Automotive 
Maintenance Demonstration, will 
be staged here at the Terminal 
Commerce Bldg. from Mar. 3-6, 
inclusive. 


Sponsors of the affair will be 
the following firms: 

Auto Gear & Parts Co., Phila- 
delphia; Berrodin Auto Supply 
Co., Philadelphia; Casanave Sup- 
ply Co., Philadelphia; Gaul, Derr 
& Shearer Co., Philadelphia; 
Heimbach Auto Supply House, 
Camden, N. J.; J. H. McCullough 
& Son, Philadelphia; Philadel- 
phia Motor Accessory Co., Phila- 
delphia; Westinghouse Electric 
Supply Co., Philadelphia. 

Forty-six jobbers located in 
eastern Pennsylvania, southern 
New Jersey and Delaware have 
been invited to co-operate with 
the local group of sponsoring 
jobbers in making this trade 
show the largest and most suc- 
cessful of its kind ever attempted. 

Well over 100 of the most prom- 
inent manufacturers of automo- 
tive equipment, tools, parts and 
maintenance supplies are await- 
ing the opportunity to display 
their latest and most up-to-date 
engineering developments designed 
and intended to increase the 
safety and efficiency and reduce 
the cost of maintaining the 26,- 
000,000 automobiles, motor trucks 
and buses owned and operated in 
the United States. 

An attendance of well over 
10,000 car dealers, repair men, 
service station operators, bus and 
truck fleet operators and their 
mechanics is assured through a 
comprehensive and aggressive di- 
rect by mail advertising cam- 
paign directed to every automo- 
tive outlet in the area covered 
by all the jobbers co-operating. 

The Automotive Maintenance 
Demonstration will be open fror 
1 to 11 p.m. daily. The morning 
hours will be devoted to sales 
meetings arranged in advance be- 
tween the manufacturer and job- 
ber sales organizations. 

Door prizes will be awarded 
daily. The winners must be pres- 
ent at the drawings which have 
been set for 4:30 p.m. and 10 p.m. 
daily. Only employers or em- 
ployes of businesses devoted to 
the sale of or maintenance of 
automobiles, motor trucks and 


| buses are eligible. 


U i Car Situation Improved, 
National Capital Reports 


WASHINGTON.—With all mem- 


bers reporting, the analysis of 
January used car sales and stocks 
issued by the Washington Auto- 
motive Trade Assn. shows a 
slightly better situation than last 
month. Sales for January in- 
creased, with a _ corresponding 
drop in stocks. 

Stocks on hand at the close of 
January showed 4,485 units. Sales 
during the month totaled 2,710. A 
comparison of sales and stocks 
indicates a 60-day stock of used 
cars on hand. 

Stocks and sales of various 
models follow: 

Model Stock % Sales % 
1928 or older 303 6.9 370 13.7 

620 13.8 458 17.0 
710** 16.0 313 11.5 
864** 19.3 431 16.0 
651** 145 273 10.0 
514* 11.4 273 10.0 
12.0 348 125 
0 222 82 
a a 


Wetted, .wkss 4, 485* 2, 710 
*Forty-five to 60-day stock (normal). 
**More than 60-day stock (abnormal). 

With 1930, 1931 and 1932 models 
heavily stocked but showing light 
demand, dealers are warned not 


to let these stocks become un- 
wieldy. Later models, including 
1933 and 1934, are moving at a 
normal speed, and 1935 and 1936 
models show sales keeping up 
with, or even exceeding, the sup- 
ply. Older models, 1929 and bé- 
fore, are not overstocked and in- 
dicate a normal supply. 
Compared with last month, 
stocks of 1930, 1931 and 1932 
models are increasingly heavy, 
with 1929 stocks showing some 
improvements and 1935 models 
remaining about the same. 
Following is a table from the 
December reports (ADN, Jan. 25, 
1936), made up from stocks re- 
ported by all members of the 
association. 
Model 
1927 or older 114 
235 


Sales % 
139 866.6 
170) «67.1 
397 16.9 
336 14.2 
396 14.2 
250 10.5 
207 8.7 
277 11.0 
196 82 
Woted i264 4,761 2,368 

“Denotes more than a 45-day stock, based on 

December sales. 


Stock % 
2.4 
5.0 

14.1 

16.5 

20.0 

13.0 

732 

12.2 
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Omaha Dealers Devise 2 Used Car Sales Schemes 


Winter Conditioning and 


Bonus A ppeals are Used 


OMAHA, Neb. — Omaha which 
has for several years been a leader 
in progressive methods to move 
used car stocks and which just 
recently took the national lime- 
light by contributing E. M. Lied 
as the new president of the Na- 
tional Automobile Dealers Assn., 
in the past week has produced 
several unique used car sales 
ideas. Incidentally, the Green- 
lease-Lied Co., which operates at 
two locations in Omaha, took first 
place in new and used car sales 
for 1935 in Omaha and Douglas 
County. 

Andrew Murphy & Son, Chrys- 
ler and Plymouth distributors, 
and Omaha’s oldest dealer, has 
taken advantage of the extremely 
cold weather of recent weeks, to 
stress “Murphy’s Winter - Proof 
Used Cars,” with an appreciable 
increase in used car sales. The 
Murphy company, which features 
a three-day driving guarantee, 
stresses in its sales talk and ad- 


Reiited Fuel Gain 
12 Per Cent Over 
1934, Says Report 


NEW YORK. Use of leaded 
gasoline in 1935 showed a gain 
of 12 per cent over 1934, accord- 
ing to J. C. Taylor, sales man- 
ager of the Ethyl Gasoline Corp. 
The rate of increase was double 
that of all gasoline sold in the 
United States, with the biggest 
advances reported from the seven 
states comprising the corpora- 
tion’s Los Angeles division, where 
consumption jumped 32.8 _ per 
cent. 

Total gasoline sales for 1935 are 
estimated at 17,000,000,000 gal-| 
lons, a 6 per cent increase. Of | 
this amount, 12,000,000,000 gallons | 
were leaded. Approximately 72) 
per cent of all gasoline now being 
marketed contains lead. In 1933, | 
the leaded total was 4,297,000,000 
gallons; in 1934 it was 10,698,000,- | 
000 gallons. In slightly over two 
years, from June, 1933, to October, | 
1935, the consumption of leaded 
gasoline rose from 19.64 per cent} 
to 68.9 per cent. 

Premium gasoline gained 11 
per cent in national sales during | 
1935. In the Los Angeles division 
the rise was 70 per cent. Lead- 
ing all states was Oregon, with a 
98 per cent increase in use of 
Ethyl gasoline. Washington was 
second with 72 per cent, and Cali- 
fornia third with.70 per cent. The 
gain in Nevada was 45 per cent; 
in Arizona, 32 per cent; in Utah, 
20 per cent, and in Idaho, 12 per 
cent. 

Consumption of non-premium 
gasoline containing lead rose 31 
per cent in the Los Angeles di- 
vision. Increases were recorded 
as follows: 

Arizona, 41 per cent; Idaho, 39 
per cent; California, 36 per cent; 
Oregon, 28 per cent; Utah, 19 per 
cent; Nevada, 17 per cent; Wash- 
ington, 13 per cent. 


Book Helps Retailer 
Sell More Lamp Bulbs 


EWARK. — Tung-Sol Lamp 
Works, Inc., has published a book- 
let entitled “It Takes More Than 
Oil, Gas and Water to Run a Car.” 
Its purpose is to give service ga- 
rages, filling stations and parking 
stations a practical method for 
securing potential lamp bulb 
profits which they may have been 
overlooking. 

The booklet first gives figures 
proving the existence of a neg- 
lected market for automobile 
lamps, then suggests a tested ap- 
proach for selling them to motor- 
ists in a minimum of time, and 
ends with information about 
Tung-Sol lamp bulbs. Copies may 
be secured gratis by application. 


vertising, the idea of “ride safely 
and care free in a Murphy winter- 
proof car.” 

This company says: “Why drive 
a car that annoys and irritates be- 
cause it is so uncertain and unsafe 
these cold, slippery days? Get one 
of our winter-proof used cars. 
Each one has been specially con- 
ditioned for winterdriving—anti- 
freeze, winter lubrication, carbur- 
etor and ignition adjusted for 
cold weather, strong snappy bat- 
tery, brakes adjusted, good treads 
on tires, hot water heater and 
latest type fan defroster also good 
windshield wiper, good lights.” 

“Barish-Sanders Co., Dodge and 
Plymouth distributors, have 
caught the latest trend in poten- 


It costs from 


7015 


to make a demonstration 


tial spending by featuring the 
“bonus” which will bring Ne- 
braska approximately $21,000,000. 
In their advertising, the 
Barish - Sanders Company takes 
the following tack: “Congress has 
passed the bonus bill. Thousands 
of Omaha veterans in the Omaha 
area will be paid millions of dol- 
lars. Think of it—thousands of 
them will buy automobiles and, 
as the demand increases, prices 
will go up sharply. Protect your- 
self by placing your order for a 
car at the prevailing low prices. 
If you cannot take delivery, a de- 
posit will hold your car. Depend- 
ability in purchasing a car from 
your Dodge dealer (Barish-Sand- 
ers). You are assured of a de- 
pendable used car. Hurry right 
down to Barish-Sanders and make 
your selection from our fine stock 
of used cars. Buy a winterized 
used car from Omaha’s most 
progressive dealer. 


11 


Automobile Dealers Join 


To Move 


GREEN BAY, Wis. — 
Green Bay automobile dealers 
were faced with the problem of 
moving a heavy stock of used 
cars, nine of them co-operated in 
a used car merchandising event 
using full page newspaper adver- 
tising. 

“Today is the 10th of March, 
no matter what your calendar 
says!” the headline on the first 
full page advertisement, appear- 
ing Jan. 28, declared. Copy that 
followed explained the reason for 
the event and 43 used car spe- 
cials were described in as many 
boxes in an unusual layout which 
features the advertisements. 

Co-operating dealers included 
the Auto Exchange, Inc.; Hudson- 


HE average sales department overhead, per demonstration, is 
reported by various dealers as from $7 to $15—made up of the 
following items: Rent, Insurance, Maintenance, Salaries, Taxes, 
Advertising, Investment, Gasoline, Miscellaneous. 
The average amount of gasoline consumed per demonstration is 
not over two gallons. Two gallons of Ethyl cost exactly 4c more than 
two gallons of regular gasoline—and the difference in performance 
may swing a sale. Ethyl brings out the peak performance of every car 


—old or new. 


P. S.1f your car has an adjustable spark for the octane quality 
of fuel used, be sure you set it to take full advantage of Ethyl. 


SMART SALESMEN. DEMON 


ao 


se, 


Used Car Stock 


Terraplane dealers; Buth Motors, 
Studebaker; Van Drisse Motor 
Co., Ford, Lincoln and Lincoln- 
Zephyr; Stone Motor Co., Chrys- 
ler-Plymouth; Bogda Motor Co,, 
Chevrolet; Cliff Wall Motor 
Sales, Oldsmobile; Del Motor Car 
Co., Nash - LaFayette-Hupmobile; 
Schmitz Motor Co., Buick-Pon- 
tiac, and Brown County Motors, 
Plymouth-Dodge. 


When 


Plans Re-opening 

TIFFIN, O—Renovation of the 
Electric Auto Lite Co. here fore- 
cast its re-opening for the manu- 
facture of auto parts. The building 
was vacated several years ago when 
the shops were con-vlidated with 
the Toledo plant. 
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Chevrolet Dealer Finds 


Profit in 


E. M. 


PONTIAC, Mich.—For the third 
consecutive year the Barney Habel 
Auto Co., Chevrolet dealer in this 
territory, has demonstrated that 
used cars are not the bugaboo 
that many dealers say and that 
the solution to the so-called used 
car problem is proper buying, 
immediate reconditioning and im- 
mediate selling. Habel’s sales for 
1935 were 652 new Chevrolets and 
trucks and 927 used cars. In ad- 
dition, every man on the sales 
force received a check for his ef- 
forts to keep used cars moving 
through the year. The bonus 
checks were paid out of a fund 
established by the new and used 
car sales departments profits. 


Barney Habel and his sales 
manager, Larry Dow, merely smile 
when the question of used cars is 
mentioned. They point out that 
at the outset of the 1935 season 
they had 64 used cars on hand 
and that the stock was slightly 
out of balance as well as inade- 
quate. They needed certain types 


3-Point Plan 


LUBECK 


for the demand created by the 
salesmen, and, according to Dow’s 
instructions, the men stepped out 
and got only the types they needed 
to supply their prospects. They 
did not accept wild cat trades, nor 
did they take in cars they couldn’t 
sell, either at retail or by whole- 
saling them to some used car 
dealer. They took in only cars 
which would show them a profit, 
although Dow admits that once in 
a while, like any other dealer, 
they did get a car which had to 
be disposed of quickly, even at a 
loss. Dow’s explanation of how 
that was effected promptly is a 
cue for a lot of other dealers. 


Turned Over Rapidly 


Starting with a stock of 64 used 
cars on hand, the used cars were 
turned over rapidly by the sales 
force so that at no time during 
the entire year did the company 
actually have enough cars on 
hand to cause any worry. The 
fact is that an almost ideal sit- 
uation from a sales standpoint 


IF USED CARS 


STICK TO YOUR FINGERS... 


GETS ’EM OFF 
IS NEW GOODYEAR TIRES 


THE 
SOLVENT 
THAT 
YOUR HANDS 


‘*Hot diggidity! New Good- 
years all around!’’ That’s the 
good word a buyer’s eyes 
flash upstairs to his mind 
when attention glues on those 
plump new tires wearing the 
Goodyear name and house- 


flag. 


And it’s a quick sale— 


another car moved! — at a 
profit, too, over the price to 
you of the tires. Try this 
prescription—it sure does the 
business! 


See Goodyear Man — 


°20 to *25 


a car usually does it 


LITTLE ITEMS THAT HELP BIG IN MOVING USED CARS 


Top Dressing 
Floor Mats 
Step Tread 


Touch-up Enamel 
Spark Plugs 


Body Polish 
Radiator Hose 
Fan Belts 











STUDEBAKER’S NEW business coupe. In the sweeping rear deck there’s a large compartment, 


with plenty of room for baggage. 


was created, that of a 30-day 
turnover. At the end of the year 
the Barney Habel sales organi- 
zation actually faced a shortage 
of used cars; for it had on hand 
at inventory time, Dec. 31, just 
27 used cars for sale. During 
January, 1936, with deliveries of 
54 new cars, they increased their 
used car stock to 64 at the end 
of the month, but have sold the 
reconditioned used cars almost as 
fast as they were taken in. On 
Feb. 1 the used car stock was 
down to a point where the sales 
force is clamoring for additional 
models to supply the trade. There 
were a few that went through the 
junking process. 


To the casual dealer reader the 


| Habel-Dow operation, in view of 


the distress signals from dealers 
all over the country and the 
howls for factory assistance, 
seem like a fairy story or a 
tricky sales operation. But if 
the dealer who has a yard full 
of old iron in the shape of “as is” 
cars thinks that selling a full 
quota of new cars and some 
extras secured from nearby deal- 
ers to make up the total of 652 
for the year and 927 used units 
in a city like Pontiac, is a fairy 
story, all he has to do is take a 
trip by car, rail or plane and 
visit the plant of the company 
and see just how 115 cars, new 
and used, are put through the 
mill every month. And if he 
thinks the sales program is tricky, 
the Habel books, according to the 
Chevrolet plan, are open for in- 
spection. The visiting dealer can 
stay around as long as he wants 
to and see a service operation 
that is also making money. 


Share in Profits 


For the benefit of those who 
can’t make the trip, perhaps Dow’s 
story will be of interest. He says, 
“In the first place, every man in 
our organization, particularly in 
the sales department, are men in- 
terested in the progress of the 
company. They share in a per- 
centage of the profits of the new 
and used car sales department. 
They know we don’t want certain 
cars, no matter if they are gold- 
plated. We will take in trade 
only such cars as will actually 
meet the market demand. Every 
salesman knows that any cars 
that hang around over 60 days are 
the result of someone taking in 
a car at a price higher than it 
will sell for. It means making an 
offer to meet some other dealer’s 
offer just to make a deal. With 
us a new car on the floor is 
worth more than an old one that 
won't sell because of high price, 
so if the other dealer takes a 
deal away from us we are letting 
him do it and letting him suffer 
the consequences. 


“We have trained our men to 
know what cars we will take in 
trade. We have also trained them 
by the Barney Habel salesmen’s 
compensation plan to know just 


| what to offer on a car which we 


can use, for by this compensa- 
tion plan the better the salesman 
buys the used car the more com- 
mission he makes and the better 
chances we have of getting the 





car out of the way at the right 
price. 

“Now and then we get a car 
that doesn’t move as quick as we 
feel it should. In that case we 
bring that particular car problem 
up at our morning meeting. Each 
man is asked to tell what is wrong 
with the car, whether it is the 
condition or the price. If it is the 
condition our service manager, who 
is present, is instructed to put 
that car in shape at once. If it is 
the price, the men themselves set 
the price to a point where every 
man feels it will sell. Regardless 
of what may be wrong, it is cor- 
rected to meet the ideas of the 
men, for they are the people who 
can tell any dealer what is wrong 
with his business and we act ac- 
cordingly. We actually had one 
car on which the men agreed 
that the price was too low. We 
boosted it $25 and sold it the 
next day. 


Two Factors 


“There are two factors about 
used cars which must be recog- 
nized in automobile merchandis- 
ing today. First, is that regard- 
less of what the owner thinks or 
what he is told by competitors, 
a used car is worth only what it 
will sell for. We profited some 
by the NRA dealers code because 
we learned that reconditioning 
must be considered as a means 
for selling the car. It must be 
made attractive. It must be ad- 
justed to run and it must be sold 
so that we will make friends and 
not enemies of those who buy 
from us. Therefore, we will not 
under any circumstances take in 
a car at a price higher than that 
which we know will allow us to 
put it in shape. We might as 
well go out and buy a business 
lot for $5,000, knowing full well 
that we couldn’t sell it for $4,000. 
So our men, knowing what cars 
we want, go out after the man 
who has a car we can use and 
start negotiations for a new job. 
Sometimes we don’t sell him a 
new car and often sell him a 
used car better or of a later 
model than the one he has. But 
we do not make deals for cars 
which have to be priced within 
$150 of the new cars we have on 
the floor. That’s merely trading 
dollars. 

“Next, the dealer must realize 
that every time he takes in a car 
he is actually putting some money 
in the deal, which comes out of 
his own pocket. He owns the car 
when the deal is completed. If 
he doesn’t get the car recondi- 
tioned within a few days and lets 
it sit around for week after week 
he loses money. We don’t take 
any chances on impairing our 
salesmen’s efforts by having cars 
waiting around to be put in 
shape. Nothing discourages a 
salesman more than to have a 
list of used cars with their prices 
that are not ready for sale. We put 
the cars through the works and 
then on the used car sales floor, 
ready for any kind of a demon- 
stration. They are cleaned, inside 
and out. This winter all our used 
cars have been winterized. The 
tires are good and will give trac- 
tion on the icy streets. The brakes 
will stop the car effectively and the 
engines will start immediately. 





Alcohol is in every radiator and 
when the buyer starts out he 
starts with confidence in us and 
his car. That’s all there is to this 
used car clamor and every time 
we hear the used car sob story 
we know that the dealer has 
failed to do something with his 
own merchandise to attract the 
buyer, or else is taking in cars 
faster than his sales force will be 
able to sell them. We have 14 
men and they sell used and new 
cars and besides that we have 
three men whose jobs are only 
that of selling used cars. The first 
man that gets the order gets the 
car and the credit. 


Important Job 


“The automobile dealer today is 
in the used car business first, last 
and always and his biggest job, 
the most important job, is to 
move used cars regularly. When 
the dealer takes the cars in at 
the price he knows they will sell 
for and not what he thinks he can 
get; when he gets them in shape 
for sale and when he has his en- 
tire force assisting him in buying 
and selling, then he needs no fac- 
tory assistance except to supply 
him with new cars. The next thing 
he needs is a completely equipped 
service department to take care 
of adjustments, repairs and other 
incidental work. If he has all 
these factors in his management, 
the motor car business is a happy 
one to be in.” 


Pontiac Makes 
Good Showing 


In Economy Test 


PONTIAC, Mich.—Economy of 
a 1936 Pontiac master six sedan 
was demonstrated recently in a 
series of test runs over a mea- 
sured three mile concrete track. 
Performances up to 24 miles per 
gallon of gasoline were recorded 
according to A. W. L. Gilpin, vice- 
president and general sales man- 
ager. 


Tests were run and gasoline 
consumption recorded at 20, 40, 
50, 60 and 70 miles per hour, the 
best average being 24 miles per 
gallon. The average for all speeds 
from 20 to 70 was 17.7 miles per 
gallon. 


“Most motorists maintain an 
average speed of from 40 to 50 
miles an hour,” said Gilpin, “ and 
at those speeds the Pontiac 
showed the very good economy 
of from 17 to 19 miles per gallon 
of gas. 


“The Pontiac straight eight did 
almost as well for the same series 
of runs with a high average of 22 
miles per gallon and an average 
for all five speeds of 16.35 miles 
per gallon. At the normal driv- 
ing averages of 40 to 50 miles an 
hour, gasoline consumption varied 
from 16 to 18 miles per gallon. 


“Motorists must remember that 
high speed means high gasoline 
consumption and to get maximum 
economy on gasoline, oil and 
wear and tear the lower speeds 
give the highest results.” 





Fight Legislatures Co 


AUTOMOTIVE DAILY NEWS, SATURDAY, FEBRUARY 15, 1936 


Gasoline Levy. Reduction 


Is Asked in Three States 


NEW YORK. — Measures de- 
signed to reduce 
special additional taxes paid by 
highway users have been intro- 
duced since the first of the year 
in six of the eight state legisla- 
tures now 
is reaveled in a review of legis- 
lation made by the American Pet- 
roleum Industries Committee. 

In three states the legislation 
provides for reduction of gasoline 
tax rates. Two separate bills, each 
designed to reduce the state gas- 
oline tax to four cents from five 
cents, have been introduced in 
Kentucky. Gasoline tax reduc- 
tion was a plank in the campaign 
platform of Governor Chandler. 

Would Cut Gas Tax 

In New Jersey, a bill under 
consideration would reduce the 
three cent gasoline tax to two 
and one half cents. In New York 
state gasoline tax reduction has 
become an issue, with effort being 
made to let the two cent “emer- 
gency” gasoline taxes, paid in 
addition to the regular gasoline 


Cotton for Roads 
Is Aim of Two 


Dixie Senators 


WASHINGTON. — An effort to 
provide funds to conduct experi- 


ments in each state in the use of | 


the rates of | 


in regular session, it | 





cotton in road building is under | 
way here, sponsored by Senator | 


Byrnes of South Carolina, 
supported by Senator Bailey. 
It is hoped to get the funds 


and | 


| 


through an amendment to the de- | 


ficiency appropriation bill. 

Under the two methods for the 
use of cotton 
Byrnes would have 
thoroughly, it 
the domestic consumption of cot- 
ton would be increased a million 
bales per year. 


tested most 


Registrations Increase 
5,000, Nebraska Reports 
LINCOLN, Neb. — A gain of 
Slightly over 5,000 in the total 
number of motor vehicles regis- 
tered in Nebraska during 1935, 


| 


which Senator | 


is estimated that | 


and of more than $116,000 in li-| 


cense fees paid by their owners, 
is shown in the annual 
compiled by the registration divi- 
sion of the state road department. 
This is the second successive year 
to show an increase in both num- 
ber of vehicles owned and used 
and the amount of license revenue 
collected. The 1934 totals were 
about 22,000 greater in number 
of cars and trucks and $159,000 
more in fees than for 1933, which 
marked the low point of the de- 
pression period. 

Gross income from motor ve- 
hicle licenses in 1935 was $1,983,- 
640, compared with $1,867,068 the 
year before. The number of ve- 
hicles registered last year was 
431,494, compared 426,475 in 1934. 
Passenger cars and trucks both 
contributed to the increase, and 
there were also more dealers’ li- 
censes issued, more permits for 
trailers, and gain in the motorbus 
group. There was a small decline 
in farm truck registration, but the 
latter item was more than made 
up by local and commercial 
trucks. 

Petroleum Show 

TULSA, Okla. — How improve- 
ments in refining gasoline and oil 
to meet the needs of high speed and 
high compression motors have been 
worked out by the 15,000,000,000 
dollar petroleum industry will be 
demonstrated at the ninth Inter- 
national Petroleum Exposition to be 
held here, May 16 to 23 according to 
W. G. Skelly, president. Exhibits will 
be valued at $10,000,000, and repre- 
seni more than 1,000 different firms 
and actually cover 15 acres of ex- 
hibit space. 


report | 





tax of two cents, die upon their 
expiration date, June 30 next. 


The Kentucky legislature has 
adopted a memorial to Congress 
calling for repeal of the duplicat- 
ing federal tax upon gasoline. A 
bill designed to defer the motor 
vehicle registration date to Mar. 
1 from Jan. 1 has been favorably 
reported by a committee of the 
lower house. The upper house of 
the Virginia legislature has 
passed a bill designed to elimi- 
nate refunds of taxes on gasoline 
consumed in airplanes. 

Mississippi’s legislature is con- 
sidering a bill designed to elimi- 
nate all refunds of gasoline taxes 
because numerous abuses of the 
refund provision have caused 





serious financial losses to the 
state. Another bill introduced in 
Mississippi would repeal the $1 
permit fee now paid by gasoline 
dealers. 

Pledges Tax 

The Mississippi legislature has 
acted favorably upon a measure 
calling for highway surveys and 
planning, and providing for the 
issuance of highway paving notes 
to match federal aid grants. To 
finance its share of the cost of 
the new highway program, the 
state has pledged one and one 
quarter cents of its six-cent gaso- 
line tax for 20 years. 

In several other states the mat- 
ter of making highway surveys 
and planning a long term road 
program is being considered as 
a means of providing adequate 
highway development at reason- 
able expense and with lower 
taxes. 

South Carolina’s legislature has 








13 


nsidering Motor Tax Cuts 





passed a bill designed to increase 
to 25,000 pounds the legal gross 
weight limit of trucks. This rep- 
resents an increase of 5,000 
pounds, and one of the first efforts 
to relieve motor transportation 
load restrictions. 


Other tax relief measures under 
consideration in several states 
include elimination of motor ve- 
hicle sale taxes and postponement 
of registration dates, now Jan. 1, 
to a date later in the year. Such 
postponement already has been 
made in more than half the 
states, it having been found that 
the post-holiday expenses and the 
adverse weather conditions ob- 
taining on Jan. 1 militate against 
immediate re-registration. A re- 
cent study revealed that, on the 
average, 20 per cent of vehicles 
have not been registered between 
Jan. 1 and Apr. 1, their idleness 
resulting in a serious loss in tax 
revenues. 











Dollar Tags May Win 
Mississippi’s Vote 
JACKSON, Miss.—(UTPS) 

—Mississippi may go the 

state of Georgia one better. 

One dollar tags may be 

voted by the legislature now 

in session and Reps. Bel- 
lamy and Wallis have intro- 
duced bills to this effect. 

In his inaugural speech 
Gov. Hugh L. White pointed 
out that $1 is a fair price to 
pay for tags in view of the 
heavy gas and sales taxes 
levied in the state. 

The Bellamy-Wallis bills 
would place a tax on buses 
on a basis of 15 cents per 
horsepower and 50 cents per 
100 pounds gross weight. 











HYDRAULIC 


BRAKING 


keeps on making friends 


and holding them 


-»» owners --- dealers --- builders 


HE vast army of car-driving men and women who prefer 
hydraulic brakes could never have grown if they only imagined 
the advantages they enthusiastically praise. These owners know 
their hydraulic brakes are thoroughly — unquestionably — reliable; 
require very little attention; need no lubrication; provide an easy, 


gentle pedal. 


Dealers know these things count enormously in repeat selling— 
and that passengers, friends of their customers, are impressed by 
fine brake performance. 


Builders — car manufacturers — are keenly aware of this pro- 
nounced public sentiment toward hydraulic braking. 


Look at the list for 1936—the number and the character of the 
cars now hydraulic-equipped. 


HYDRAULIC BRAKE COMPANY 


DETROIT, 


MICHIGAN 


LOCKHEED HYDRAUL 


Four BRAKE S Wheel 


OFFICIALLY SERVICED THROUGHOUT THE NATION BY WAGNER ELECTRIC CORPORATION 
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New NSPA Business  SaPrey Reveals Sales Costs 


Average Parts ts Maker Pays 
29% of His Dollar Volume 


DETROIT.—An enlightening di- 
gest and interpretation of 1935 
business experience figures sup- 
plied by 52 manufacturer mem- 
bers of the National Standard 
Parts Assn. is contained in the 
new “NSPA Manufacturers Bus- 
iness Control Survey” compiled 
for the association by R. W. Proc- 
ter, secretary of the NSPA man- 
ufacturers division. 

Prepared in two parts, the first 
dealing with sales management 
and the second with sales costs, 
including warehousing, the sur- 
vey brings out many significant 


methods of the less successful 
companies. 

The average parts manufac- 
turer’s sales cost, the report 
shows, is 29 per cent of his total 
dollar volume and this figure in- 
cludes transportation, warehous- 
ing, advertising, obsolescence and 
bad debts. Almost no change in 
the sales cost figure has been 
experienced by manufacturers 
during the years 1933-35. It is 
further shown that as the _ vol- 
ume of business increases, the 
percentage cost of sales decreases, 
ranging from a high of 34 per 


cent to a low of 25 per cent of 
the concerns included in the re- 
port. 

Those manufacturers who do a 


facts relative to the methods 
used by those concerns which 
showed the greatest business in- 
crease in 1935 compared with the | 


ae business in original equip- 
ment for car and truck factories 
have a much lower sales cost 
than those who do not. 


The survey shows that in the 
group with the largest percentage 
of increase it is regular practice 
to set quotas for salesmen, re- 
quire them to make regular writ- 
ten reports and that there is an 
average number of calls per week 
which seems to be a fair figure 
at which factory salesmen should 
aim for the greatest results. 


Sixty per cent of all factory 
salesmen represent only one con- 
cern, with the other 40 per cent 
of factory representatives being 
manufacturers’ agents. 


Approximately 30 per cent of 
the total volume of parts manu- 
facturers is sold through ware- 
houses and the average ware- 
house expense is 2.6 per cent of 
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st Selling Genuine Chevrolet Parts 


Here’s the most attractive parts proposi- 
tion in the industry today! The big, steel, 
display-type parts bin and the packaged 
genuine GM parts for Chevrolet, illustrated 
above, are only a part of Chevrolet’s new 
parts plan, already adopted by several 
thousand independent garages. Investi- 
gate this plan. Learn how it can be instru- 
mental in bringing you a big increase in 


service volume. Discover why this can be 
one of the most profitable money-making 
investments you have ever made. Just fill 
in the coupon below. Mail it today. Full 
information, including the astonishingly 
low cost of the large-size parts bin, stocked 
with 450 fast-moving genuine Chevrolet 
parts, will be supplied without delay! 

CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


CHEVROLET MOTOR COMPANY 
Parts Merchandising Dept. K-2 
General Motors Building, Detroit, Michigan 


Gentlemen: 


| a OT aks Details 


VU mere Of 


Name____. 


Clty ee 


Street Address 


Please supply me at once, without obligation, the 
complete details of the new Genuine Chevrolet Parts 
Plan for Independent Garages. 


OS ee 


| marks and good will. 





| boost 
| uring facilities had been contem- 





the total volume of business done 
both through warehouses or di- 
rect from the factory. 


The group of factories which 
did the greatest warehouse busi- 
ness last year also showed a per- 
centage volume increase nearly 
twice as great as the general av- 
erage. 

Should Be in Stock 

Approximately one-fourth of 
the total volume of reporting 
NSPA manufacturers, whether 
shipped from factory or ware- 
house, is received in “pick-up” 
orders for items, most of which 
the manufacturers feel the whole- 
salers should carry in stock. 


In that portion of the survey 
relating to credits and collections 
it is shown that 60 per cent of 
the jobbers discount their bills, 
18 per cent are on open account 
in good standing, 18 per cent are 
on open account but past due and 
4 per cent are on C.O.D. These 
figures for 1935 are substantially 
the same as the corresponding 
ones for the previous year. 


These facts and figures and a 
great many more are contained 
in the NSPA survey, which in- 
cludes not only a digest of them 
in both tabular and chart form, 
but also a careful analysis and 
interpretation of them in order 
to emphasize their real signifi- 
cance. 


In releasing this 
NSPA manufacturers. Procter 
states: “We have tried to supply 
a yardstick by which factory ex- 
ecutives may measure their own 
experiences and perhaps uncover 
here and there points at which 
changes can be made that will 
result materially to the benefit 
of themselves and their com- 
panies.” 


Goodall Absorbs 
Reading Rubber 


READING, Mass. 


survey to 


Goodall San- 


including all its patents, trade- 
The Read- 


ing company became a_ wholly 


| owned subsidiary. 


The Reading property 


| evibisg Largest 
Single Users 


Of Die Castings 


NEW YORK.—The automobile 
industry is the largest single user 
of die cast parts. 


In an address read before the 
Society of Automotive Engineers 
at the annual meeting, J. D. Fox, 
of the Doehler Die Casting Co., 
outlined the role of die castings in 
automobile construction. The av- 
erage total weight of die castings 
used in automobiles in 1935 was 25 
pounds. Some makes average 50 
pounds per car and one in partic- 
ular used as high as 80 pounds of 
die castings. This great growth of 
the use of die castings in automo- 
biles is chiefly attributable to their 
wide spread use for radiator 
grilles, radiator grille frames, side 
louvres, moldings and other large 
parts which were made of stamp- 
ing on last year’s models. 

Fox stated that his own com- 
pany is engaged in producing 
grilles for major automobile man- 
ufacturers for 12 different 1936 
models. 


In conclusion, Fox pointed out 
that to make die casting render 
their full utility value, closer con- 
tact between the engineer or de- 
signer and the die casting pro- 
ducer is necessary. 


Auto Parts Firms 
Are Prosperous 


TOLEDO, O.—Prosperity of the 
automobile parts industries in 
this region has been indicated in 
preliminary reports of earnings 
and wages paid out during 1935. 

Although cold weather in Janu- 
ary spread a blanket over auto- 


| mobile sales in many states, plants 


| plovi ¢ 
ford Industries, Feb. 1 took over | Ploying nearly 5,000 workers 


| the Reading Rubber Mfg. Co., 


| 


are making plans to resume ac- 
tivities in mid-February. 

The Electric Auto-Lite Co., em- 
in 
the Toledo district, had a payroll 
of more than $12,300,000 last year 
and including operations of its 20 
plants in many other cities earned 
$2,588,597 or $2.20 a share on its 


|} common stock. 


adjoins | 


the Sanford Mills and the two)} 


will be operated as a unit. They 
berized and lacquer finished fab- 
rics for the automotive, railroad 
and interior furnishing field. 


The City Auto Stamping Co., 
makers of stampings for motor 


: ] 4 unit. | cars and large dies, earned $476,- 
will continue to specialize in rub- | 


138 or $1.27 a share for its stock- 
holders. It had a payroll in excess 
of $1,000,000 paid more than $110,- 


| 316 in taxes and distributed $206,- 


Sanford announces it will mod- | 


ernize the Reading equipment and 
machinery. 


L. C. Chase & Co., Inc., the sell- 
ing division of Goodall Sanford 
Industries, continues the sale of 
Reading products as heretofore. 


Parts Headquarters 


NEW YORK.—The Edison Hotel 
will be headquarters for the annual 
merchandise show of automotive 
parts and accessory manufacturers 
during the week of Feb. 24. Seven 
floors will be turned over to manu- 
facturers, buyers and representa- 
tives. Six of these floors will be 
given over to displays of merchan- 
dise. 

It is estimated that over 1700 
manufacturers will display their 
products and that 400 buyers will 
be on hand to inspect the wares. 


Increased Business 


LANSING, Mich.—Heavy January 
demands for Luce Mastercraft truck 
bodies necessitated the installation 
of a completely new production line, 
at the Lansing plant according to 
Luce’s president and general man- 
ager, Frank A. Schotters. This 
in the company’s manufact- 


plated for April, but with January 
orders mounting up to more than 50 
per cent increase, a new line was 
rushed into service which was 
operating to full efficiency by Feb- 
ruary fifth. 


250 to its stockholders. 
Outstanding in the gains regis- 
tered in the automotive field have 
been the records made by die- 
casting firms. The Doehler Die- 
Casting Co. and Schultz Die-Cast- 
ing Co. here have been operating 
three shifts for many months due 
in part to the use of larger num- 


| ber of die-cast parts on motor 


ears. Radiator grilles have fur- 
nished a big new volume of die- 
casting business. 


Trade volume here for the first 
week in February was $25,727,800 
showing a 32 per cent gain over 
the corresponding week last year. 


Globe Union Co. Expands 


Due to Increased Sales 


MILWAUKEE, Wis.—Due to 
expanding business, the Globe 
Union Manufacturing Co. has 
leased the plant of the Milwaukee 
Air Pump Co., which is adjacent 
to the local Globe factory. 


The air power factory contains 
a little less than 20,000 square 
feet of floor space. Operations 
moved into the rented building, 
which is a one-story structure, 
include Globe’s printing depart- 
ment and certain radio parts as- 
semblies, including the lines re- 
cently purchased from the Perfex 
Radiator Co. Some of Globe’s 
laboratories have also been es- 
tablished in the leased space. 
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1936 GM Franchises Afford Security, Says NADA 


Bulletin Describes Points 


Of New Factory Agreements 


DETROIT.—Security to a de- 
gree heretofore unknown in the 
usual factory-dealer franchise 
agreement is provided by the 1936 
General Motors dealer contracts, 
points out the Bulletin of the Na- 
tional Automobile Dealers Assn. 
The Bulletin says: 


The 1936 dealer agreements as 
issued by General Motors are uni- 
form as to principal features. 
They differ only in the details ap- 
plicable to each division’s indi- 
vidual needs. Most important of 
the numerous liberalized features 
in the revised agreements are the 
clauses relating to cancellation 
of franchises and to allowances 
in connection with clean-up of 
outgoing models. These protec- 
tive features should afford a 
measure of security for the 
dealer. 


Cancellation Extended 

Instead of the former one 
month cancellation notice, the 
new agreement calls for a three 
months’ cancellation notice, with 
certain exceptions in which a 
franchise can be cancelled on one 
or two months’ notice with spe- 
cial conditions safeguarding the 
dealer’s rights. 


When a regular three months’ 
notice is given, the dealer may 
make claim on the factory for 
his loss on leasehold and the 
company agrees to pay either one- 
half of the rental up to a nine- 
month period or one-half the es- 
tablished rent standard based on 
the per-car volume of the 12 
months preceding, whichever is 
lower. 


For example, the rent standard 
per month for a Chevrolet dealer 
is $1.50 a car; for Pontiac, 
$1.8744; Oldsmobile, $2.25; Buick, 
$2.50; and Cadillac-LaSalle, $6.00. 


In the case of a Chevrolet dealer, 
the rental obligation assumed by 
the company is figured by taking 
one-half of the $1.50 monthly rent 
standard, or 75 cents, and ap- 
plying it to the dealer’s volume of 
the 12 months preceding the ef- 
fective date of cancellation in 
order to arrive at a fair rental 
for a given month, provided the 
amount does not exceed one-half 
the actual rent paid by the 
dealer. Where the building is 
owned by the dealer, the dealer’s 
claim of loss is determined on a 
fair rental basis or on a per-car 
basis. 

Must Vacate 

The dealer is required to va- 
cate the premises at the expira- 
tion of the three months’ notice 
period. In cases where less than 
the three months’ notice is given, 
the dealer may occupy the prem- 
ises for the entire three months 
and can enter a special claim of 


Timken Announces 


Two Expansion Projects 


CANTON, O.— Officials of the 
Timken Roller Bearing Co. has 
announced the award of two con- 
tracts, for two new factory units 
to its plant here. The new build- 
ings which will be of one story, 
brick, steel and concrete, will pro- 
vide additional space for several 
of the overcrowded departments. 
Much new machinery will be in- 
stalled. 


The contract for both new units 
have been awarded the Gibbons- 
Grable Co. of Canton at an ap- 
proximate cost of $100,000. Work 
already has been started on the 
structures. 


The Timken Co. is also building 
a new four story office building 
which will also provide enlarged 
quarters for research engineers 
and added laboratory facilities. 
This building will soon be com- 
pleted. 








loss for full rent (or the estab- 
lished per-car basis) from the 
time the cancellation takes ef- 
fect to the end of the standard 
three months’ period, the remain- 
ing period of his leasehold being 
treated the same as if a three 
months’ notice were given. 

It is necessary for the dealer 
to file claim of loss within two 
months after the end of claim 
period and the company has two 
months after that in which to pay. 
The dealer, if he deems neces- 
sary, may file interim claims 
which the company will pay at its 
option. 

In case of dual dealerships, if 
one company cancels its line, and 
the other company continues, a 








lease claim cannot be made. If, 
however, the other division can- 
cels its franchise within three 
months of first cancellation, claim 
can be made from the time of 
the second cancellation effective 
date, in which case the cost is 
shared by the two divisions. 


Will Take Back Stock 


Another beneficial feature deals 
with the disposition of dealer 
stocks in the event of cancella- 
tion. Under the 1936 agreement, 
when the dealer is cancelled, the 
factory agrees to take back all 
new cars in dealers’ stocks, all 
parts for current and the two pre- 
ceding models, and all accessor- 
ies purchased from the factory 
during the preceding six months. 
Dealer signs are taken over at 
appraised valuation. At the deal- 
er’s option, the factory agrees to 
take over certain special tools, 
jiggs and fixtures. It will also 
take over his contingent liabili- 





r- 





ties on retail paper applying to 
both new and used cars, provided 
the dealer releases to the com- 
pany his right to reserves held 
by the finance company to the 
dealer’s credit. 

On the subject of allowances 


| to dealers at time of announce-| 


ment of new models, for clean-up | either before or at announcement 


the new contract | 


of old models, 
retains the so-called 3 per cent 
clause which has been in effect 
for several years, but instead of 
leaving the amount of allowance 
optional, each division sets up a 
minimum. The 3 per cent clause 
assumes a normal stock at an- 


nouncement time to be 3 per cent | 


of the preceding year’s volume. 
That number of cars the dealer 
is expected to liquidate without 
special consideration. However, 
on all new cars in stock in ex- 
cess of that number the dealer is 
entitled to the minimum allow- 
ance which in the case of Chev- 





rolet, Pontiac, Oldsmobile and the 
Buick “40” is 4 per cent of the 
national average list price. Mini- 
mum allowance for the other 
Buick series and LaSalle is 5 


| per cent, and for Cadillac 6 per 


The company reserves the 
of making the allowance 


cent. 
option 


time. 

An additional new clause is in- 
cluded in the contract to provide 
for a refund to dealers at an- 
nouncement time on all, new and 
unused, discontinued models in 
stock where the corresponding 
models of the new series of cars 
are introduced at lower prices. In 
effect, this provides for an ad- 
justment in dealer’s costs on these 
discontinued cars down to cost of 


| corresponding new models in the 


same way General Motors di- 
visions in the past have been han- 
dling price reductions during the 
model year. 


4 


Specifications for Sales 


the big and little 


ou merchants of mileage are really in two 


businesses: the 


manufacture of automobiles, 


and the manufacture of sales. 


In the manufacture of automobiles, you cut 


every production corner: you know that a penny 


saved is often a dividend earned. And you buy 


everything from steel to lamp bulbs by rigid 


specifications. 


We'd like to sell you Liberty on the same basis. 


First because magazines are the only medium 


which exercise any 


selectivity. 


Second because 


Liberty—through its editorial specifications—has 


succeeded in selecting the people who enjoy living, 


NEW YORK + CHICAGO - DETROIT - BOSTON 


and the materials of living. . . 


luxuries which, to them, are necessities. 


These people buy Liberty because it is warm, 


real, closer to life as they 


live it. And they buy 


more copies of Liberty—voluntarily—than of any 


other magazine, which gives us the largest single- 


copy sale in the business. 


The fact that they buy Liberty so willingly 


makes it cheaper for us to 


“‘manufacture sales.” 


And makes it cheaper for you to buy sales impres- 


sions—not just because Liberty has the lowest 


rate-per-page-per-thousand— 


but because Liberty’s 


millions are predisposed to buy your cars. 


+ SAN FRANCISCO 


TORONTO - 


MONTREAL 


i ak ce Bae 





GM World Sales Total 158, o%2 Units in January 
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Sales to Dealers in U. S. 
Hit 131,134 in Ist Month 


NEW YORK.—January sales of 
General Motors cars to dealers in 
the United States and Canada, 
together with shipments overseas, 
totaled 158,572 compared with 
98,268 in January a year ago. 
Sales in December were 185,698. 

Sales of General Motors cars 
to consumers in the United States 
totaled 102,034 in January com- 
pared with 54,105 in January a 
year ago. Sales in December 
were 122,198. 

Sales of General Motors cars 
to dealers in the United States 
totaled 131,134 in January com- 
pared with 75,727 in January a 
year ago. Sales in December were 
150,010. 

On this page is a tabulation of 


Yeneral Motors monthly sales for | 
1933, 1934, 1935 and 1936 to date. 


St. Louis ion iia 


Directors and Officials | 


ST. LOUIS, Mo.—The following | 
directors were elected at the an- | 
nual meeting of the Greater St. | 
Louis Automotive Assn., Feb. 3, | 
at the Forest Park Hotel: 

A. E. Archer, Archer-Mann Mo- | 
tor Co.; G. M. Berry, Berry Motor | 
Car Co.; G. W. Oliver, Oliver | 
Cadillac Co.; M. B. Strauss, Mil- 
strand Motor Co.; George Weber 
sr., Weber Imp. and Auto Co.; 
J. E. Burger, South Side Chevro- 
let, Inc.; H. K. MacCarthy, Mac- 
Carthy Motor Co.; Fred F. Vincel, 


ra 


| Fred F. Vincel, 
| cockson, Willcockson Motors. 


| Berry Motor Car Co., 
| and Joseph A. Schlecht, secretary- 


Inc.; 


At a meeting on Feb. 7, the 
directors elected the following for 
officers for the ensuing year: 

Milton B. Strauss, Milstrand 
Motor Co., president; W. H. Will- 
|cockson, Willcockson Motors, 
vice-president; George M. Berry, 
treasurer 


manager. 


Trailer Plant aves 


BOSTON.— Lawrence Dallin, 
vice-president of the Auto Cruiser 


| Co., Baltimore, in attendance at the 
| New England Sportsmen’s Show, in 


connection with his exhibit, states 
that the company is now installed 
in its new plant, with larger space, 
and is working two shifts daily or 
16 hours. Production has _ been 
stepped up to 10 trailers weekly, 
and new orders are being accepted 
subject to delay, because of the 
heavy volume of business already 
on hand. 


ANUFACTURERS who choose AC equipment products 
because they find something extra of value in them are 


recognizing the one fundamental difference between AC products 


and all others. 


This extra value costs AC users nothing, for it is the result of 


combining things which are not for sale—AC resources, talent, 


facilities, and experience. 


Within any given 


products are completely competitive. 


price range, AC 


But this margin of value means much to AC customers. It assures 


greater satisfaction with AC products. It assures greater dura- 


bility. It serves as insurance against possible trouble. 


Upon its ability to deliver to you this extra value—this something 
more which blueprints and specifications cannot contemplate— 


the AC Spark Plug Company bids for your consideration. 


AC SPARK PLUG 
Flint, Michigan 


* AC BUILDS 


AIR CLEANERS - AMMETERS - 

_ TACHOMETERS 
VACUUM PUMPS 
BRONZE BEARINGS - 


PRESSURE GAUGES 


THESE 


FUEL PUMPS 
DIE CASTINGS 

FLAME ARRESTERS 
RADIO CONTROL PANELS - SPARK PLUG CLEANERS 


INSTRUMENT PANELS DIE CASTING MACHINES 


QUALITY 


OIL FILTERS 
LOCKER DOORS 
GASOLINE GAUGES 


SPARK PLUGS 
REFLEX SIGNALS 
GASOLINE STRAINERS - LEAD 


COMPANY 


St. Catharines, Ontario 


PRODUCTS 


+ SPEEDOMETERS ~ 
THERMO GAUGES 


: SPARK.PLUG TESTERS 
+ CARBURETOR INTAKE 


SILENCERS - CARBURETOR INTAKE SILENCER AND AIR CLEANERS - FLEXIBLE SHAFTS AND CABLES 


FUEL. AND VACUUM PUMPS 


REMO INJECTORS AND FLUID. - 


“SPARK PLUG GAPPING TOOLS _ 


We 2a win-| 
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Total Sales to Dealers in United States and Canada, Plus 
Overseas Shipments 


January 
February 
March 
April . 
May 


September 
October 
November 
December 


1933 
82,117 
59,614 
58,018 
86,967 
98,205 

113,701 
106,918 
97,614 
81,148 
53,054 
10,384 
21,295 


869,035 


1934 


62,506 
100,848 
153,250 
153,954 
132,837 
146,881 
134,324 
109,278 

71,888 

72,050 

61,037 

41,594 


1, 240, 447 


1936 
158,572 


1935 

98,268 
121,146 
169,302 
184,059 
134,597 
181,188 
167,790 
124,680 

39,152 
127,054 
182,754 
185,698 


1,715,688 


Sales to Consumers in United States 


January 
February 


September 
October 
November 
December 


1933 
50,653 
42,280 
47,436 
71,599 
85,969 

101,827 
87,298 
86,372 
71,458 
63,518 
35,417 
11,951 


1934 
23,438 
58,911 
98,174 

106,349 
95,253 
112,847 
101,243 
86,258 
71,648 
69,090 
62,752 
41,530 


927,493 


1935 
54,105 
77,297 
126,691 
143,909 
109,051 
137,782 
108,645 
127,346 

66,547 

68,566 
136,859 
122,198 


1936 
102,034 


1,278,996 755,778 


Sales to Dealers in United States 


January 
February 


September 
October 
November 
December 


1933 
72,274 
50,212 
45,098 
74,242 
85,980 
99,956 
92,546 
84,504 
67,733 
41,982 

3,483 
11,191 


1934 
46,190 
82,222 

119,858 
121,964 
103,844 
118,789 
107,554 
87,429 
53,738 
50,514 
39,048 
28,344 


1935 
75,727 
92,907 
132,622 
152,946 
105,159 
150,863 
129,021 
103,098 

22,986 

97,746 
147,849 
150,010 


1936 
131,134 


1,370,934 959,494 729,201 


Unit sales of Chevrolet, Pontiac, Oldsmobile, Buick, LaSalle and 
Cadillac passenger and commercial cars are included in the above 


figures. 


More : Pressure Needed On 
Used Cars, Says Blanchard 


ST. LOUIS, Mo. — Used cars 
should constitute the major source 
of sales activity of automobile 
dealers, Walter E. Blanchard, 
editor of the National Automobile 
told the 
annual luncheon meeting of the 
Missouri Automobile Finance 
Assn. here this week. 

Every dealer, he said, although 
he may have a new car franchise, 
primarily is a used car operator, 
because he has to handle and 
sell more used cars than new 
ones, and there is nothing he can 
do about it if he wants to obtain 
any kind of volume. The fact, he 
continued, that the average dealer 
does not put the same energy 
into selling used cars that he 
does in promoting new car sales 
is one of the reasons for the used 
car problem. 

He asserted that statistics 
gathered by NADA from its mem- 
bers show that in 1934 the sell- 
ing of 2,292,443 new cars and 
trucks involved the handling and 
selling of 3,851,304 used cars. In 
1935, he said, the estimated sale 
of 3,251,468 new cars involved the 
handling and sale of approxi- 
mately 5,364,922 used cars. For 
the current year, he said, it is 
predicted that the new car and 
truck sales will approach 5,000,- 
000, and using the same ratio as 
existed in 1935, if the estimate is 
correct, automobile dealers will 
be called upon to market some §8,- 
000,000 used cars, making the 
grand total 13,000,000 units. 

Dealers generally, he asserted, 
expect the soldiers’ bonus to help 
the sale of both new and used 
cars. 

Some startling facts have been 
revealed in NADA surveys, he 
asserted. Tabulation of reports 
from 1,058 dealers, handling all 
makes and from all states and 
various _ population groups, 
showed that only 588 had a gross 


profit 


in their used car depart- 
ment, and only 19 made a net 
profit in that department. 

“One thing stands out clearly 
in these figures,” he said, “and 
that is that used car operations 
are the chief source of loss; also 
that a gross profit is a prerequi- 
site to any net profit. While 
there are other factors contribu- 
ting to the high rate of mortality 
in the trade, the used car loss is 
at the root of the trouble and 
major relief will come only 
through a correction of that sit- 
uation.” 

Blanchard explained that the 
major activity of the national 
dealers association for 1936 looks 
forward to such correction, and 
that the entire trade is now tak- 
ing a vote by mail on whether 
it shall proceed with the pro- 
gram of establishing a prede- 
termined gross profit in the used 
car department. The proposal, 
made by Jack Frost, executive 
vice-president of NADA, was 
given unanimous approval by the 
NADA board of directors at its 
recent annual meeting held in 
New Orleans. 

Manufacturers, he said, have 
indicated a favorable attitude to- 
ward the proposal providing the 
various dealer groups wish it. A 
“dead line ” of Mar. 1 has been 
set for the national vote. If the 
dealers approve of the program 
they will be requested to obligate 
themselves to make regular re- 
ports to a central agency, which, 
in turn, will conduct audits and 
through educational efforts in- 
duce dealers to adopt the princi- 
ple of a gross profit in the used 
car department. At the present 
time, he asserted, this does not 
generally exist because too great 
an allowance is made for the used 
automobile taken in trade and the 
new car discount is insufficient to 
carry the excessive allowance. 
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Service Program Brings $5,000,000 Sales Gain 


Chevrolet Dealers Benefit 
From Factory Training Plan 


ST. LOUIS, Mo.- 
crease nationally in customer labor | 
sales by Chevrolet dealers resulted | 
during the first year’s operation of | 
the new Chevrolet service program. | 

This became known here re- 
cently when 80 service men were 
presented with the Approved 
Mechanic badges at a meeting of 
the St. Louis Chevrolet Dealers 
Assn. 

Approximately 600 dealers, serv- 
ice managers and service men 
were in attendance to witness the 
presentation of this badge of 
merit to men from the St. Louis 
zone territory, who had success- 
fully passed the required exam- 
inations on a course of service 
training which is a regular pro- 
gram with the Chevrolet Motor 
Co. 


-A. $5,000,000 in- | 





Should Carry Overhead 


Back of the bi-monthly meet- | 
ings held by the factory in co-| 
operation with the dealers in each 
zone together with their mechanic 
training school program is a| 
definite plan of endeavor by Chev- 
rolet to make their service depart- | 
ment slogan of “He who serves | 
best will profit most” something 
in both increased service business 
and greater customer satisfaction. 

Chevrolet in the promotion of | 
this movement recognizes that the | 
day of the “millinery” type deal- | 
ership as a profitable business op- 
eration for a retailer of automo-| 
biles and trucks is past and that | 
the modern dealer to be success- | 
ful must make his service depart- | 
ment carry a much greater pro-| 
portion of the fixed overhead ex- 
pense of the business than ever 
considered necessary before. 

Service department increases are 
developed by satisfied customers 
who constantly come back and/| 
who tell their friends to patronize 
the dealer “who serves them best.” | 

In the promotion of this better 
service idea Chevrolet promotes | 
service schools run by the dealer | 
for the benefit of his service men. 
The schools are conducted under | 
rules and regulations laid down 
by the factory and supervised by | 
the factory service men in the} 
dealer’s zone. 

Take Examinations 

In addition to the school, bi- 
monthly service meetings are held 
in a central point in the zone. 
Three times a year, men who have 
regularly attended these meetings | 
have the opportunity to take the 
Approved Mechanic Examinations 
which are conducted by and under 
the direct supervision of a factory 
service man. If the mechanic 
passes this test he is given the 
Approved Mechanic Badge which | 





Two Chevrolet Firms 


Vie for Leadership | 
DETROIT.—Retail sales reports | 
submitted by the Davison-Apple- 
gate Co. and the Summerfield 
Chevrolet Co., both of Flint, Mich., | 
for 1935, reveal a lively race for 
national leadership within the | 
Chevrolet dealer organization. | 
The two firms finished the year 
only one unit apart in thé retail 
sales of new cars and trucks, | 
Davison-Applegate reporting 1,530 | 
units and Summerfield Chevrolet 
1,529 units. The achievements 
climaxed several years’  out- 
standing sales performance on 
the part of both dealerships. 
Several other Chevrolet dealers | 
in various sections of the country 
were only a short distance behind 
the two leaders at the close of 
1935. 


Foreign : Trade Talk 


DETROIT. —Franklin Johnston, 
publisher of The American Exporter, 
will address the Foreign Trade Club 
of Detroit, Feb. 21, in the Hotel 
Statler. Johnston has just returned 
from an overseas sales tour on which 
he traveled 25,000 miles. He will 
discuss the business situation in 
various parts of the globe. 





|; ance 


marks him as top hand mainten- 
man and carries an emolu- 
ment in the form of a rating sim- 
ilar to the seniority rights of a 
passenger locomotive engineer 
first call on the best jobs. 

That such a program along 
definite well-laid-down lines pays, 
says C. W. Wood, National Serv- 
ice director, is shown by the fact 
that in 1935, the first full year of 
the school and meeting plan, deal- 
ers increased their customer labor 
sales by over $5,000,000 which is 
the greatest in its history. The 
total volume of service sales ex- 
ceeded even 1929, the former ban- 
ner year. 

Much of benefits to the dealer 
body is expressed in automobile 
sales in addition to the direct 


ss 








return mentioned is indicated by 
the fact that 67 per cent of Chev- 
rolet 1935 sales were made to 
former owners of cars and trucks. 
The value of good service there- 
fore plays an important part in 
new car sales. 
Few Complaints 

Further recognition of the im- 
portant part which good service 
and service department contacts 
play in the modern operation of a 
dealership is found in the fact 
that only 41 complaints were 
registered through January, 1936, 
which sets a new all-time record. 


Cold canvas sales of both cars 
and trucks as well as sales to 
confirmed shoppers depend on the 
trading ability of the dealer who 
must assume the role, not of a 
merchandiser, but a buyer of “old 
iron.” The regular customer who 
brings his car around every day 
or so for a filling of gasoline, a 
wash job, a lubrication or some 


service work becomes a regular 
customer like the customers of the 
drug store and the grocer as a 
consequence the car buyer cus- 
tomer gives his dealer an edge 
on the deal for the new car. This 
may be done unconsciously per- 
haps but nevertheless it is an 
advantage in a close deal. 

The Super Service sign hung 
over the dealer’s door and lived 
up to in not only the type of serv- 
ice rendered but by the variety 
of services offered to the owners 
of “all makes of cars” greatly 
extends the range of the dealers’ 
normal opportunity to build up 
customer contacts, and customer 
following, the direct result of good 
mechanics who take an interest 
in their work, results in repeat 
sales. 

Mechanics who know how to do 
service work properly will usually 
do good work if they feel that 
they are getting a fair return in 
earnings for their labor. To help 





make sure that the mechanics 
who work for Chevrolet dealers 
are paid well, Chevrolet has drop- 
ped the split rate type of paying 
service men for the flat hourly 
rate wage. Thus the mechanic 
has no incentive to rush through 
a low rate service operation just 
so that he would be able to keep 
his hourly return up to what he 
felt he should get. 
Kept Up to Date 

Meetings such as the one just 
held here, together with the me- 
chanic training schools, are a 
part of a determined effort on 
the part of the Chevrolet Motor 
Co. to not only help their dealers 
develop better mechanics and 
greater customer contact through 
providing a better and wider 
range of service activities but to 
keep both the dealer and his serv- 
ice men up-to-date on the latest 
information and methods of 
profitably doing various service 
operations. 


4 ee fe AND 


SERVICE STATIONS THAT WILL... 


a_i | 


Recent surveys in all lines of business 
show that an increase in sales invari- 
ably follows an intelligent investment 


in modernization. 


Recognizing this 


trend, Libbey-Owens-Ford sponsored 
a contest among architects and designers, some 
months ago, and awarded prizes for the best de- 
signs to Modernize Main Street. 
Included among the prize winners were a number 
of interesting treatments of the modern sales and 
service station. Automobile dealers everywhere 
have shown a genuine interest in these designs, 


for they crystallize the best thought that has yet 


mT ; | 
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been given to the modernizing problem. Now 
available in book form, reproduced in full color, 
they suggest many practical ideas that will in- 
crease your sales and may be examined upon ap- 
plication to any L-O-F glass distributor. He can 
also tell you about the Libbey-Owens-Ford mod- 
ernization budget plan, which makes it easy to 


pay for improvements. 


Simply call the distributor in your city or write 
nae ord Glass Company, Toledo, Ohio. 
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1936 Cadillaes Require New Servicing Methods 


Maintenance, _ Adjustment 


Are Explained by Dumas| 


By PAUL -~AUL DU MAS 


Cadillac V8 engines of 1936 are 
of entirely new construction. The 
cylinder blocks and crankcase are 
now an integral casting. The new 
crankshaft is provided with six 
counterweights and the connect- 
ing rods are of a new design with 
diagonal split at the lower rod 
bearing. The valve lifters are 
now of the mushroom type with 
a new design hydraulic silencing 
mechanism eliminating manual 
adjustment. 

The former updraft carburetor 
has been abandoned in favor of 
a downdraft type. The new inlet 
manifold is of the type where one 
carburetor throat feeds the two 
inner cylinders of one bank and 
the two outer cylinders of the op- 
posite bank. A feature of the new 
crankcase ventilating system is 
the two outlet pipes one of which 
discharges into the inlet system 
above the carburetor throttle 
valve and the other between the 
carburetor and manifold. The in- 
side of crankcase is thus kept 
below atmospheric pressure re- 
gardless of speed or throttle open- 
ing and tendency towards leaks 
at main bearings and other small 
openings is considerably reduced. 

The above changes naturally call 
for definite revisions of the for- 
mer repair and servicing prac- 
tices. 

Identification 

The starting engine number of 
the series 60 cars is 6010001. Num- 
bers are located on the top of the 
crankcase just back of the fan 
bracket. Car serial numbers are 
same as engine numbers. 

The starting engine number of 
the series 70 and 75 is 3110001. 
Numbers are located on the top 
of the crankcase just back of the 
fan bracket. Car serial numbers 
are same as engine numbers. 


Engine 


Except for differences in bore, | 


the engines used in 1936 Cadillac 
eights are similar. 
Bore—Series 60— 3% 
Series 70, 75—3% inches. 
Stroke—4% inches. 
Displacement — 
cubic inches. 
cubic inches. 
AMA Horsepower — Series 60 — 
36.4. Series 70, 75—39.2. 
Makers Rated Horsepower— 
Series 60—125 at 3,400 


inches. 


Block Angle—90 degrees. Head 
Material—Cast iron. 

Flywheel Teeth—156, steel gear 
shrunk on. 

Compression Ratio—6.25. 

Compression Pressure—105 
pounds, at cranking speed. 

Firing Order—1iL-4R-4L-2L-3R- 
3L-2R-1R. 

Battery 

Series 60—Delco-Remy 17K—17 
plate type with a rating of 131 
amperes for 20 minutes, 5% am- 
peres for 20 hours. Case size 10% 
by 7 by 8% inches. Located under 
left front seat. 

Series 70, 75—Delco-Remy 17D 
—17 plate type with a rating of 
156 amperes for 20 minutes, 6.5 
amperes for 20 hours. Case size 
11% by 7 by 9% inches. Located 
under left front seat. 


Starting Motor 

Make — Delco-Remy 727V with 
push button controlled solenoid 
combined with pinion and over 
running clutch. 

Running Free, 65 amperes at 5 
volts; stalled, 600 amperes at 3 
volts, 16 pounds foot torque; 
brush spring tension, 24 to 28 
ounces; push button, Delco-Remy 
1405 on 60, 1407 on 70 and 75; sol- 
enoid switch, Delco-Remy 1512. 

Note: Pinion travel should be 
adjusted whenever solenoid is re- 
placed. Adjust stud “B” Fig. 1 
until pin “A” may be just inserted 
at forward end of slot with pinion 
% inch from end of housing as 
shown. 

Solenoid should close against 70 





Series 60—322) 
Series 70, 75—346| 
| ignition switch, Delco-Remy 431L, | 


r.p.m. | 
Series 70, 75—135 at 3,400 r.p.m.| 





pounds pull with % inch air gap 
at 65 to 71 amperes and 5 volts. 
Holding coil should draw 12 to 14 
amperes with switch closed. 

Solenoid control relay contact 
points should close at 4 volts, 
maximum and open at 1.6 to 2.0 
volts. Point opening should be .030 
to .045 inch. Air gap should be 
.010 to .014 inch with points closed. 

Spark Plugs 

Make, AC, K9, 14 mm size. 
colder K7, hotter K10; gap setting, 
.025 to .027 inch. A gap of .030 
inch will give a better idle but 
may also produce missing at high 
speeds after short term of service. 

Ignition 

Distributor, Delco-Remy 663G 
single breaker full automatic ad- 
vance type with auxiliary vacuum 
control; rotation, clockwise viewed 
from driving end; breaker gap, 
.015 inch; breaker spring tension, 
19 to 23 ounces; governor advance, 
starts at 450 to 500 r.p.m., maxi- 
mum 12 degrees at 2,000 r.p.m., 
low limits 4 degrees less; vacuum 
advance, starts at 9 to 11 mercury 
inches of vacuum and attains 
maximum of 7% distributor de- 
grees at 16 to 18 inches; ignition 
timing, spark occurs 5 degrees be- 
fore T. C. or when the mark 
“IGIA” on fan drive pulley aligns 


Figure 2 
TIMING marks on fan drive 


pulley. First mark is for ignition, | 


second indicates top center. 


with pointer as shown in Fig. 2; 
ignition coil, Delco- Remy 539C; 


includes cable. 


Generator 

Make, Delco-Remy 961E straight 
shunt type with external voltage 
and current regulation; maximum 
output, 22 amperes at 8.1 to 83 
volts 1,900 r.p.m. generator cold, 
readings taken at terminal 
marked “bat.” on regulator; field 
current, 1.7 to 1.9 amperes at 6 
volts; brush spring tension, 22 to 
26 ounces. 

Cut Out Relay 

Make, Delco-Remy located in 
same box as generator regulator; 
contact gap, .018 to .025 inch; air 
gap, .018 to .022 inch between 


ADJUSTMENT of starter pin- 
ion free travel. 


armature and core with points 
closed; closes, 6.5 to 7.0 volts volt- 
meter connected between “gen.” 
terminal and ground; opens, 3 
amperes at 6.3 volts. 
Generator Regulator 

Make, Delco-Remy 5559 com- 
bined voltage and current regu- 
lator. Complete adjustment in- 
formation is contained in the 
Standard Tune-Up Manual and 
the Standard Electrician’s Man- 
ual. Adjustment should not be 





TE without a very accurate 
| voltmeter, ammeter and variable 
| resistance. The voltage regulator 
unit is the end on of the three 
and may further be identified by 
| the fact that it is connected to the 
| terminal marked “F.” The cur- 
rent regulator is the center unit. 
Unit at opposite end of box is the 
cut-out relay. 


Trouble Shooting—If no charge 
is indicated by the ammeter 
determine if regulator or genera- 
tor is at fault as follows: 


a. Make sure that the regulator 
terminal marked “GRD” is 
properly grounded. 

. Run engine at a speed equiv- 
elant to 30 m.p.h. and ground 
the regulatorterminal 
marked “F.” If the generator 
now starts to charge it indi- 
cates trouble in the regulator 
unit. 

. If generator does not charge 
with “F” terminal grounded 
remove end of wire from the 
“GEN” terminal on generator 
and strike it against a 
ground. If no sparks occur 
the generator is at fault. This 
last test should be made with 
“RF” terminal on regulator 
still grounded and _ engine 
running. 

Fuel Pump 


Make, AC 1522119 Series AB 


combined fuel and vacuum unit; | 


maximum pressure, 4 pounds; 
capacity, 1 pint in 45 seconds; 
diaphragms, 1522074 fuel, 1522080 
vacuum; valves, 855279; diaphragm 
springs, 1522073 fuel, 856358 
| vacuum. 
| Fuel System 
| Carburetor, Stromberg EE -25 
duplex downdraft plain tube type. 
| Features — Triple range auto- 
| matic choke same as used in 1935 
| LaSalle. Vacuum piston for oper- 
ation of choke is built into car- 
buretor. Thermostatic coil spring 
which operates carburetor choke 
fly is electrically heated. The 
| economizer is throttle operated. 
| Pump discharge nozzle delivery is 
| below the small venturi. 

Idle Adjustment — Adjusting 
|screws “14” Fig. 3 control quan- 
tity of mixture. Turn in for leaner 


Figure 3 


STROMBERG carburetor basic- 
ally similar to Cadillac installa- 
tion. Model used on 1936 Cadillacs 
differs in location of idle air bleed 
and pump discharge nozzle. 


effect. Idle stop screw should be 
set to give a minimum of 7 m.p.h. 
car speed with warm engine. 
Don’t attempt to get slower idle. 

Fuel Level—Should be % inch 
plus or minus 1/32 of an inch 
measured from liquid to top of 
float chamber as shown in Fig. 4. 
Level should be checked while 
engine is idling and to avoid 
danger of fire the float chamber 
cover should be removed while 
engine is running. A _ faster 
method of checking fuel level is 
to remove the main discharge 
nozzle plug “11” Fig 3. Install a 
nipple with piece of hose attached 
into hole from which plug “11” 





FUEL level should be measured 
from points indicated at “A” with 
engine idling. See text for alter- 
nate method. 





was removed. Now move end of | 
hose vertically until fuel is just | 


flush with and ready to overflow 


from end of hose. Mark side of | 
float chamber in exact alignment | 
with end of hose. This mark is 


the fuel level. 

Calibration — Variation in the 
air fuel ratio in all ranges above 
idle is secured by using a leaner 
or richer main metering jet ‘12” 
Fig. 3. The standard calibration 
is shown below the first number 
in each case being the Cadillac 
part number. 

Metering jet size .058 
401412; idle air bleed, 401394; 
throttle body, 1416721; idle tube, 
401400; pump check valve, 401413; 
float valve and seat, 1096455; float, 
1409269; economizer, 402977. 

Mileage Complaints — On com- 
plaints of excessive fuel consump- 
tion where it is known that jets 
are of correct size, air cleaner 


inch, 


19 


x20 


Hl / /o\ 22 23 24 


END section of Stromberg EE- 
14 which is basically the same as 
the EE-25 used on Cadillac. Pump 
nozzle “31” discharges below the 
venturi on EE-25 and the pump 
check valve “28” is mounted ver- 
tically. 


unobstructed fuel level and pump | 


pressure within limits always 
check the economizer “29” Fig. 5. 
Because of location of pump dis- 


charge nozzle it will be advisable | 


to remove the economizer assem- 


bly for checking. It should be air | 


tight as a valve. If a leak is indi- 
cated 
lap in the old one with soap suds. 

Note: If trouble is encountered 
getting a good idle, remove and 


clean the idle tube located under | 


“5” and the idle discharge ports 
"15". To avoid injury to ports 
don’t forget to remove split rivet 
“R” when dismantling carbure- 


| tor. 


Automatic Choke—tTriple range 


| type similar to 1935 LaSalle. See | 


page 66 in Standard Service Man- 
ual for complete adjustment data. 
Gasoline Gauge — 


type. Dash unit No. 1515303. Tank | 


unit for model 60 No. 1515419, 
models 70 and 75 No. 1515420. 
Valve System 
Tappet Setiing—Zero, due to use | 
of hydraulic type cam followers. 
Valve Seat Angle—45 degrees. 
Valve Timing—With tappets at 
zero clearance inlet valve opens | 


at T. C. or when the mark “116” | 


Fig. 2 on fan drive pulley aligns | 





VALVES are correctly timed 
when sprocket marks align as 
shown. 





install new economizer or | 


AC electric | 


with pointer. Marks on cam and 
crankshaft sprockets should align 
through shaft centers as shown 
in Fig. 6. 

Noisy Tappets—Noisy tappet ac- 
tion is almost always traceable to 
dirt in the hydraulic mechanism. 
Cleaning of the mechanism re- 
quires removal of the assemblies 
and washing in absolutely clean 
gasoline, as outlined in following 
paragraphs: 

After assemblies are removed 








Figure 7 
| SECTIONAL views of hydraulic 
| tappet mechanism. 


dissamble the plungers and the 
|}inner and outer cylinders. Keep 
| parts of each assembly together 
as they are individually fitted and 
not interchangeable. The plung- 
|ers “A” Fig. 7 are removed from 
inner cylinders by twisting slightly 
}and pulling out. Wash all parts 
carefully in very clean gasoline 
|and dry by draining. See Fig. 8A. 
|Do not use an air hose or cloth 
for drying. 

When reassembling the plung- 
ers into the inner cylinders some 


(Continued on Next Page) 


Figure 8-a 
EXPLODED view of hydraulic tappet cluster assembly. 





Maintenance, , Adjustment 
Require New Procedure 


(Continued from Page 18) 


trouble may be encountered due 
to the close fit between parts de- 
veloping an air cushion. To relieve 
this condition turn the cylinder 
upside down and slowly insert the 
plunger while blowing into the 
end of cylinder so as to unseat 
the check valve “B.” A clean drill 
or piece of wire may also be used 
to unseat the valve. Make sure 
that spring “C” enters’. the 
counterbore in inner cylinder. 
The oil supply pipes shown in 
Fig. 8 should be thoroughly 
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part way so as to vent the system | 
through the overflow. Failure to 
do this may result in serious 
burns. 

Steering 

Adjustment of Saginaw worm | 
and roller steering gear is same 
as for 1935 models. See page 92 in 
Standard Service Manual for 
complete instructions, 

Note: Removal of pitman arm 
from Series 70 and 75 gears is 
facilitated by removing the gear 
box assembly from frame. First 





| of Pitman arm 
| first 


Figure 10 
DUE to use of universal joint 
on series 70 and 75 cars, removal 
is facilitated by 


removing gear box from 


| frame, 


Adjustment Air gap setting 


| should be .036 to .040 inch for high 
| note horn, .045 to .050 inch for low 
|note horn. Adjust by turning air 


Figure 8 
SHOWING oil supply pipes for hydraulic tappet mechanism. 


cleaned inside and out before re- 
installing the tappet assemblies. 
Before connecting pipes to tappet 
cluster castings turn engine over 
several times with starter until a 
small amount of oil flows out of 
pipes. Reinstall tappet cluster 
assemblies immediately to avoid 
dust gathering on them. Use 
Cadillac special tool J-827 as 
shown in Fig. 9 to hold valves in 
open position for easy reinstalla- 
tion of the cluster assemblies. 
The tappets will probably be 
noisy when the engine is run im- 
mediately after installation. This 


Figure 9 
SPECIAL Cadillac tool for holding valves open while installing 


tappet cluster assemblies. 


condition may exist for several 
minutes or until the entire tappet 
mechanism has been completely 
filled with oil. 

Caution: Do not allow the crank- 
case oil level to go beyond the 
normal “full” mark. If level is 
high enough to allow connecting 
rods to dip the oil will become 
aerated and foamy and tappet 
action will become noisy until air 
bubbles are removed from the oil. 
Similar trouble may result if oil 
supply is so low that pump draws 
air into lines. 


Capacities 

Cooling System, model 60, 30 
quarts; models 70, 75 29 quarts; 
crankcase, 7 quarts; transmission, 
model 60, 2% pints or pounds; 
models 70, 75 4% pints or pounds; 
rear axle, 5 pints or pounds. 

Caution: The radiator filler cap 
incorporates a pressure operated 
vent valve which maintains about 
3 pounds pressure in the core 
passages. When pressure exceeds 
3 pounds valve opens and con- 
nects the core to the overflow 
pipe. When the engine is hot the 
cap should be first unscrewed only 





remove splash pan then discon- | 
nect lower universal joint Fig. 10 | 
and unbolt gear box from frame | 
and slide it out under the fender. | 
Remove arm from gear box in 
vise. 

Camber, % to 1 degree on Series 
60, 0 to % on 70 and 75; caster, | 
1% to 2 degrees on 60, % to 1% on | 
70 and 75; toe-in, zero to 1/16 inch. | 

Switches, Relays 

The light circuit is equipped | 

with a Delco-Remy 411A thermo- 


stat relay in place of fuser. Relay 
points should open within one 


| babbitt lined slip type. 


| ing voltage is 5. 


gap adjusting nuts. Horns will not 
operate satisfactorily on less than 
5.5 volts. Make sure the operat- 
5 or higher before 
| making adjustments. 


12 to 14 amperes. Tone volume is 
controlled by current draw. Ad- 


| just by turning single adjusting 


nut at each horn. Turning nut to 
left increases the current draw. 
Repair Notes 


Make sure that cylinder head | 
| water outlet connection cap 
screws which are % inch longer | 
than others are not used in any| 


other location. Cracked jackets or 
valve ports may result if used 
otherwise. 

Rod Bearings Steel backed 


No shims 


| used. Always use new special lock 


washers part No. 1415487 when- 
ever bearing cap screws are re- 


| moved. See Fig. 11. 


Removal of Pistons—Piston and 


|rod assemblies are removed from 


above. Lower rod bearing split at} 


|}an angle as shown in Fig. 11 to 


in lower ends of rods in left bank | 
| lubricate the cylinder bores of | 
the right bank. Oil from spit holes 


minute when subjected to a dis- 
charge of 38 amperes. 

Lighting Switch, Delco - Remy 
487-P; dimmer switch, Delco- 
Remy 471-Z; instrument lamp 
switch, Delco-Remy 1364. 

Horn 

Make — Delco-Remy vibrating 
type K-33-B No. 1855 and 1856 
electrically operated by a relay. 


ye 





Figure 11 
NOTE diagonally split lower 
rod bearing and use of cap screws 
instead of bolts. 


permit removal from above. 
removal and reassembly it should 
be remembered that oil spit holes 


Fig. 12 
REAR shock absorbers have a 
three-position manual adjustment. 
Position “S” is soft, “M” is med- 
ium and “F” is firm. 


in right bank lubricates the bores 
of left bank of cylinders. 

Piston Pins—To prevent injury 
to anodized aluminum pistons im- 
merse same in boiling water for 
one minute before removing the 
piston pin. Piston pins are of 
same outside diameter on all 
models. Due to difference in 
weight and length they are not 
interchangeable. 

Valve Removal—To remove in- 
let or exhaust it is advisable to 
first remove the tappet cluster 
assemblies for easier access to 
keeper cones. Use Cadillac tool 
J-827 Fig. 9 to hold valves in open 
position while reinstalling tappets. 

Camshaft Sprocket—Don’t drive 
camshaft sprocket on camshaft 
because distributor drive gear at 
rear of shaft may damage rear 
camshaft bearing. 

Clutch — Driven plate of the 


| trol. 


| nator of the 
| The 
| is said to permit a closer and 





|anchor double piston hydraulic 
| brakes should be adjusted to .010 


In | 





| ments 





Performance inal Economy 
Claimed for New Piston 


DETROIT.—In connection with | 
tests on a new type of aluminum 
piston shortly to be announced by 
the Bohn Aluminum and Brass 
Corp., marked improvements in 
performance and economy are 
claimed to have been noted as a 
result of superior expansion con- 
The new piston, which will 
be known as the Autothermic, it 
is claimed, has this quality of con- 
trol to a marked degree because 
of a new method of construction 
developed by A. L. Nelson, origi- 
strut-type piston. 
improved expansion control 


more accurate fit in the cylinder 


| bore, at the same time See 


friction. 

This series of comparative tests 
has just been completed at the 
Bohn laboratories under the | 
supervision of David E. Anderson, | 
chief engineer. The object was| 
to make an accurate and careful | 
investigation of comparative 
horsepower and torque output, 
fuel consumption, oil consumption, | 
frictional horsepower, spark sen- 
sitivity and rate of oil tempera- | 
ture rise. The tests were run on| 
two V-8 engines taken from regu- 
lar production. 

With the new Autothermic type 


| piston a maximum of 100.03 horse- 
Current draw of each horn is| 


power was secured at 3,600 r.p.m. 
and 100.0 at 4,000 r. rp. m. Maximum 


single plate semi-centrifugal | 


| clutch may be relined in service. | 
| Two facings are supplied, 


one | 
plain and one with the cushion | 
ring attached in a kit including 
the necessary steel and brass 
rivets. 


Brakes — The energized single 


inch clearance heel and toe. 
Molded lining is used on the pri- 
mary shoes, woven on the second- 
ary. Front wheel cylinders are} 
1-1/16 inches diameter on series 
60, 1% inches diameter on 70 and 
75. Rear wheel cylinders are 15/16 
inch on 60, 1-1/16 inches on 70 and 
75 models. 

Rear Axle Pinion and ring 
gear are not serviced. If adjust- 
or replacements of the 
gears are necessary the entire 
differential carrier assembly 
should be replaced and the old 
one returned to the factory parts 
division for exchange. The axle 
housing rear cover is welded in 
place. 


cIT ten Tennen Plan 


For Mack Junior Trucks | 


NEW YORK.—A CIT plan to 
finance the wholesale and retail | 





| five horsepower 


tory during the past year. 


torque was 170.00 foot pounds, In 
spite of this increased output the 
frictional horsepower at 4,000 
r.p.m. was 35.60 and the oil con- 
sumption at 3,000 r.p.m. was 1,330 
miles per gallon. As compared 
with the standard production alu- 
minum piston, the Autothermic 
is said to have showed a gain of 
over five horsepower at 3,600 
r.p.m, and of over seven horse- 
power at 4,000 r.p.m., an increase 
of five foot pounds torque with 
less frictional horsepower and 
considerably better economy. 


Cylinder heads of the old pro- 
duction design having a chamber 
volume of 55 to 60 c. c. compared, 
it is said with the new type pro- 
duction chamber having 62 c. c. 
volume. A difference of 2.4 horse- 
power in favor of the new cham- 
| ber is claimed. The maximum 
|torque for the old chamber was 
1.4 foot pounds more than the new 


e | chamber but had the same com- 


pression pressures been used, the 
new chamber would show at least 
more and the 
torque would also show an im- 
provement over the old chamber, 
it is reported. 

The combustion chamber used 
in the new production is designed 
in accordance with design con- 
stants evolved in the Bohn labora- 


sales of Mack Junior trucks 
throughout the United States and 
Canada has been arranged with 
Mack Trucks, Inc., and its sub- 
sidiary International Motor Co., 
according to Commercial Invest- 
ment Trust, Inc. In addition to 
the financing of both wholesale 
and retail sales for many auto- 
mobile and truck manufacturers 


| CIT now extends its finance fa- 


cilities to all Mack distributors 
and dealers with respect to Mack 
Junior trucks. 


Through the Mack dealers, ef- 
fective immediately, companies 
and individuals desirous of pur- 
chasing one or more Mack Junior 
trucks may use the CIT plan as 
arranged by the manufacturers 
of this line of _ trucks. In 
view of new business require- 
ments and the wide-spread 
truck replacement which has be- 


| come necessary it is anticipated 


that the opportunity to purchase 


| under this new finance plan will 


have a stimulating effect on the 
| number of Mack Junior trucks 
put in use during the year. 


HOWE WExuINGtTon 


48TH STREET AT LEXINGTON AVE.,NEW YORK 


Where to stop when you go to New York. 800 
rooms with bath, $3 and up. Dinner and Supper 
dancing with OZZIE NELSON and his orchestra. 


Chartes E. Rochester, Mgr » National Hotel Management Co., inc + Ralph Hitz, President 
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Gives F arm States Lead 


1. - LUBECK 


By E. 
DETROIT.— The “Big Pate 
in 1935 sold 1,886,202 cars, or 67.2 
per cent of the industry’s total of 
2,743,908. (See ADN Feb. 5 and 
Feb. 8.) 


For the year, Ford sold 30.1 per 
cent of the industry’s entire sales, 
Chevrolet 23.9 per cent and Plym- 
outh 13.9. Ford held the lead 
through the year until August, 
when Chevrolet stepped in and 
led for the balance of 1935, with 
the exception of October. 

The accompanying tables show 
the sales, month by month, of 
each of the “Big Three,” and 
their proportion of the industry’s 
total. 

Ford Sells 30% 


By manufacturing groups, Ford 
sold 30.1 per cent of the industry, 
General Motors 38.3 per cent and 
Chrysler 22.9 per cent. Collec- 
tively, the three groups sold 91.3 
per cent of all the cars registered 
during 1935, leaving 8.7 per cent 
for other groups and independent 
manufacturers. The total sales of 
the three big groups was 2,510,429, 
leaving 233,479 for the others. 

Taking the groups separately, 
Chrysler had a gain of 197,048 
cars over last year, or an increase 
of 45.5 per cent; General Motors 
increased from a total of 752,375 
in 1934 to 1,052,297 in 1935 for a 
gain of 299,922, or a gain of 39.8 
per cent, while the Ford group, 
including the Lincoln and the new 
Zephyr, gained 296,300 to a grand 
total of 828,889 or a gain of 55.6 
per cent. The 1934 figures for 
Ford were 532,589. 

By geographical divisions, the 
Pacific States had an increase of 
68.9 per. cent, with the East North 
Central States having the greatest 
gain in volume and a gain of 60.4 
per cent over 1934. The West 
North Central States group had a 
gain of 58.5 per cent. While the 
other state groups recorded sub- 
stantial gains, the figures dis- 
close that the agricultural states 


FORD 
Pct. 
Sales All Sales 


33.8 
38.7 
36.3 
33.3 
31.8 
29.7 
29.9 
26.3 
27.7 
25.8 
25.7 
25.0 
826,519 30.1 
CHEVROLET 
Pct. 
All Sales 
18.7 
17.3 
21.3 
23.5 
20.1 
23.6 
29.1 
29.2 
31.1 
23.5 
26.0 
29.0 


Sales 


September 
October 
November 
December 
23.9 
PLYMOUTH 
Pct. 
All Sales 
18.2 
15.8 
13.2 
13.3 
14.9 
14.3 
14.6 
13.7 
11.2 
11.1 
13.7 
143 


13.9 


Sales 


September 
October 
November 
December 
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Analysis 


were the 
in 1935. 
By individual states, California 
leads with a total gain of 80,846 
and the leaders in point of volume 
follow: Illinois, 72,915; Michigan, 
72,831; New York, 63,710; Pennsyl- 
vania, 54,771; Ohio, 51,943; Indi- 
ana, 37,882; Iowa, 30,336; Texas, 
32,104, and New Jersey, 24,988. 


Peak Month June 

The peak sales month of the 
industry shifted from June in 
1934, with a total of 223,864, to 
April in 1935, with a total of 
319,652. 

In the truck industry, the regis- 
trations reached more than the 
anticipated volume, December 
sales swelling the total to 510,68%, 
an increase of 106,797 over 1934, 
or a gain of 26.4 per cent. The 
four leaders all improved their 
positions. Ford showed a gain of 
44.9 per cent, Dodge 27.4 per cent, 
International Harvester 69.4 per 
cent, and Chevrolet 6.1 per cent. 

The four leaders had a total of 
467,936 as compared with the 
510,683 for the entire industry, or 
a total of 91.6 per cent. 


Gains in West 

The big increases were made in 
California, with a gain of 8,447 
units; Texas, with 7,583; Indiana, 
with 6,876; Illinois, with 5,462; 
New York, with 5,412; Michigan, 
with 4,823; Wisconsin, with 3,805; 
North Carolina, with 2,650, and 
Pennsylvania, with 2,206. 

Again the agricultural states 
appear to have been the best 
markets for trucks and truck 
tractors of one and one-half-ton 
capacity. Only two states fell be- 
low the 1934 marks, Maine and 
New Hampshire. 


Dyer is Named 


CHICAGO. Stewart - Warner 
Corp. announces the appointment of 
Walter H. Dyer as sales manager 
of its automobile radio division. Dyer 
was for a number of years vice- 
president and sales director of the 
U. S. Radio & Television Corp., and 
more recently a_ director of the 
General Household Utilities Co. 
Plans are under way by Stewart- 
Warner to expand operations in all 
of its divisions. It is also announced 
by the company that sales this year 
are running considerably ahead of 
the same period in 1935. 


figures supplied by R. L. Polk & Co. with exception of New Jersey. supplied by New Jersey Motor List Co.. 


—FORD GROUP _ 


STATES 


"36 
°35 
*36 
35 
"36 
"35 
’36 
785 
"36 
°35 


Arkansas 
Delaware 
Kansas 


Minnesota 


Montana 
North Carolina _ 
_ 7°85 
36 
_'85 
36 
"35 
36 | 
*35 | 
36 
35 
36 
785 
"36 
785 
36 
85 


North Dakota 

South Carolina — 
Utah 

Vermont _ 

West Virginia — 
Wisconsin 
District of Columbia 


~ Total, 13 States 
for January 


best markets for cars| 





46 
361 


9 69; 


"36 
a 





Number of Automobiles Now in Use 
Close to Record 


Total United States Motor Vehicle Registrations 1900-1935 


1900— 
(901— 
1902— 
1903— 
1904— 
1905— 
1906—- 
1907— 
1908— 
1909— 
1910— 


8,000 
14,800 
23,000 
32,920 
55,000 
78,000 | 

107,000 * 
142,000 
197,500 
312,000 
468,500 
I91I— 639,500 
1912— 944,000 
1913—1,258,062 
1914—1,711,339 
1915-—2,445,666 
1916—3,512,996 
1917—4,963,340 


Finance Chiet 


1918— 6,146,617 
1919-— 7,565,446 
1920— 9,231,941 
1921—10,463,295 
1922—12,238,375 
1923—15,092,177 
1924—17,595,373 
1925—19,937,274 
1926—-22,001,393 
1927—23, 133,243 
1928—24,493, 124 
1929-—26,501 443 
1930—26,545,281 
1931—25,832,884 
1932—24, 136,879 
1933—23,827,290 
1934—24,840,000 
1935—26,000,000 


P e 
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Discusses 


Longer, Lower Payments 


CHICAGO.—Advantages and 


dangers lurk in the tendency to- 
ward lower and longer time pay- 
ments on motor cars, according 
to John R. Walker, managing 
director of the National Assn. of 
Sales Finance Companies. An ex- 
tremely important factor, he 
states, is that substantial down 
payments be required. 

Declaring in the association’s 
official publication, Time - Sales 
Financing, that “the $25 plan has 
superceded the 6 per cent plan as 
the chief topic of discussion in 
automotive finance circles,” 
Walker poses the following ques- 
tions: 

“What effect will this have upon 
the ratio of repossessions? Will 
it have an adverse effect upon 
the used car market? Can a 
dealer afford to assume a con- 
tingent liability upon such trans- 
actions? Will other manufactur- 


ers and their affiliated finance 
companies (in addition to Ford 
and Universal Credit) offer simi- 
lar terms? Will the local finance 
company be able to meet this 
competition? Does this not in- 
volve a repudiation of the posi- 
tion which the leaders of the 
finance industry have always 
maintained in favor of the main- 
tenance of ‘standard terms’?” 
After attributing liberalized 
terms to fundamental changes in 
the credit structure, conditions 
which control commercial bank- 
ing, and the banking and mone- 
tary system, Walker continues: 
‘If this lengthening of terms is 
to produce good and not evil for 
the automotive industry, the fact 
must be recognized by both the 
retail dealer and the finance com- 
pany that the principles which 
govern the successful granting of 
retail credit on automobiles re- 


NEW PASSENGER CAR 


CHRYSLER GROUP 


Chrysler 


529 
486 
91] 
54 | 
1295 
967 
974 
431 
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20) ‘ 329 

6) 66 

s 37) 

; 852 
694) 
619 
321) 
398 

10 —_137|_ 

44! 456| 

66) : 246 842) 


85 
36 
98 


25 


208 

676 
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Totals 
Cadillac 


1019} 
886 


625| 


MILLION 


‘24 = '26 


—Chicago Tribune. 


main what they have always 
been. The basic principle of the 
business is, of course, that the 
wholesale value of the chattel 
must at all times be not less than 
the balance owing on the pur- 
chaser’s note. 


“Moreover, in view of the longer 
payment period, careful consider- 
ation must be given to the per- 
manency of the purchaser’s source 
of income, and to the various 
stabilizing factors which make it 
improbable that he will develop 
into a ‘skip.’” 

Walker then has this to say in 
favor of lower monthly payments: 

“Experience has amply proved, 
however, that contracts work out 
most satisfactorily when the pur- 
chaser does not assume too large 
a monthly obligation in relation 
to his available income. There- 
fore, a $25 a month contract will 
on the average work out more 
satisfactorily than a $40 a month 
contract, even though the pay- 
ment period be correspondingly 
prolonged, if $25 and not $40 is 
the amount which the purchaser 
can conveniently afford to pay.” 


REGISTRA 


which are compiled by Sheriock & Arnoia 
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the At» Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 


Can Spring Be Far Behind? 

Despite blizzards, sub-zero weather and the timid whose 
cars have been idle in the garage, advertising agencies are 
busy with thoughts of spring. And thoughts of spring in 
this business mean only two things—lots of car sales and 


more advertising. 
From the office of D. P. 


Brother comes a new Olds- 


mobile schedule of newspaper advertising, the biggest in 
Olds history. Beginning this week, the schedule calls for 


copy in newspapers 
cities and in towns wherever 
dealers are located. About 3,300 
papers will be used. 

The campaign marks Olds re- 
entry into newspapers and will 
run for three months. 

In March, it is understood, Olds 
will begin a billboard campaign 
to cover the country. 


No, It’s Here 


It’s already spring at the Get- 
chell offices, too, and De Soto is 
ready to launch into a large out- 
door poster campaign featuring 
full-color, 24-sheet billboards with 
a localized dealer tie-in. 

Featuring the Airstream line, 
the posters show a full-length 
view of a brilliant red sedan and 
the slogan: “De Soto—Style Sen- 
sation of 1936.” At the bottom is 
space for the dealer’s name in 20- 
inch letters. They will be dis- 
tributed free to dealers. 


Lines and Dollars 


The automotive industry ac- 
counted for 15.7 per cent of the 


in all big® 





total 1935 advertising lineage in 
national, state and sectional farm 
papers. Total number of lines 
last year was placed at 1,149,672, 
up 25.3 per cent from the 917,638 
lines in 1934, according to a tabu- 
lation in Advertising Age of fig- 
ures from National Advertising 
Records. 

In national magazines, the in- 
dustry took $14,228,221 worth of 
space, or 11.9 per cent of the to- 
tal. This was up 10.5 per cent 
from the $12,870,682 in 1934. 

Network broadcasting took $4,- 
397,125 from the automobile in- 
dustry last year, 8.9 per cent of 
the total, and up 16.6 per cent 
from 1934’s $3,772,486. 


Conference 


Pontiac dealers who attended 
the February dealer conference 
at the central offices of Pontiac 
Motor Co., Thursday included: R. 
D. Cunningham, Knoxville Pon- 
tiac Co., Knoxville, Tenn.; Arlon 
Krueger, Krueger Motor Co., New 
Braunfels, Tex.; Leon J. Waters, 





Advertising Expenditures in 41 Farm Papers 
1935 


Cars 
$ 1,176.00 
72,129.00 
2,500.00 
95,943.50 
177,335.82 


Fisher Body 
Hudson-Terraplane .. 
International 
Plymouth 

Reo 

Studebaker 
Willys-Overland 


$573,792.72 
1934 


47,400.00 


Total 


1,176.00 
171,219.68 
2,500.00 
200,192.50 
304,926.07 
55,198.00 
47,400.00 
118,411.63 
168,236.40 
29,628.10 
9,000.00 
72.00 


Trucks 


99,090.68 
164,249.00 
127,590.25 
118,411.63 


29,628.10 


$1,107,960.38 
$ 797,821.00 


$478,969.66 
$374,836.00 











Waters Motor Co., Madison, Wis.; 
E. A. Robar, Robar Motor Co., 
Sioux City, Ia.; Charlie Sturgill, 
Charlie Sturgill Motor Co., Lex- 
ington, Ky.; Gus Krueger, Krue- 
ger Pontiac Co., Niagara Falls, 
N. Y.; C. P. Brady, Boulevard Mo- 
tor Co., Pittsburgh; O. S. Decker, 
Decker Motor Sales, Detroit; 
George Sutter, Sutter Auto Co., 
Grand Rapids, Mich.; Joseph 
Hughes, Hughes Motor Mart, Inc., 
Cambridge, Mass.; Andy Duffy, 
Semmes Sales, Inc., Washington; 
A. B. England, A. B. England Pon- 
tiac Co., Hollywood, and J. W. 
Longwell, Longwell Motor Co., 
Newton, Kan. 

Morning meetings were devoted 
to advertising and sales promo- 
tion subjects while the afternoon 
was taken up with discussions of 
service and general policies. 

A banquet at the Book-Cadillac 





Hotel finished the day’s program. 


More Figures 
‘ Following is a table of adver- 
tising expenditures by tire com- 
panies in 41 farm papers during 
1935: 
Firestone 
Goodyear 
Goodrich 
Gillette 


$276,407.31 
173,020.85 
73,907.92 
7,721.66 
53,366.40 
3,244.44 
9,000.00 


Sears Roebuck 
Kelly-Springfield ... 


$596,668.58 


New Accounts 

The entire Stewart-Warner ac- 
count has been placed with Hays 
MacFarland & Co., and includes 
Alemite and automotive acces- 
sories in addition to radio and 
refrigerators . . . Delco-Frigidaire 
Conditioning Corp., new General 
Motors unit, has appointed Lord 
& Thomas, New York, as its 
agency. Bruce Ashby and Mel 
Hickerson are the contact men 
... Peco Mfg. Corp., Bendix tire- 
cutting and tread paterning de- 
vice subsidiary, has placed its ac- 
count with Roche, Williams & 
Cunnyngham, Chicago. 


How to be Popular 

According to a poll of critics of 
daily newspapers conducted by 
the New York World-Telegram, 
Fred Waring and his Pennsyl- 
vanians, sponsored by Ford, came 
fifth in program popularity. Guy 
Lombardo, formerly on the air 
for Standard Oil of New Jersey, 
was voted the most popular or- 
chestra. Atlantic Refining’s Frank 
Parker was second in popularity 
among male singing stars. 

In the classical singing division, 
Packard’s Lawrence Tibbett took 
first place. 


TIONS 13 STATES FOR JAN., 1936-1935 


Complete cumulative figures will appear each week until all 48 states or completed United States total for the month 


HUDSON GROUP 


STATES 


Arkansas 
Delaware 
Kansas 
Minnesota 
Montana 


36 | 
85 | 
36 | 
°35 | 
"36 | 
35 | 
36 | 
"85 | 
"36 
"35 
36 | 
"351 
36 | 
85 | 
"36 
35 
"36 
"35 


North Carolina 

North Dakota 

South Carolina 

Utah 

Vermont 

West Virginia 
Wisconsin 
District of Columbia 


Total, 13 States 
for January 
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Sparks By 


Chris 


Sinsabau 


h 


(Continued from Page 1) 


GM favors the decentralization 
of its production activities and 
this gives it a far-flung battle 
front. Because of this it wants 
to get neighborly and in this it 
has met with a hearty response 
from the citizens of these cities 
and towns in which GM plants 
are located. 

Dinners similar to Pontiac’s 
have been given in Lansing, where 
Oldsmobile holds forth; in Flint, 
which homes Buick, Chevrolet and 
Fisher Body, and at Baltimore 
at the time of the opening of 
the new Chevrolet plant there. 
Each and everyone of them has 
been the spontaneuous effort of 
the leading civic body in the city 
to demonstrate their appreciation 
of the corporation’s being town 
folk and neighbors. 


* * * 


IN LINE WITH this decentrali- 
zation it is interesting to record 
the information brought to this 
office by dog sled from Saginaw 
by Fred Kingsbury, immediate 
predecessor of this columnist, 
who now is identified with the 
beet sugar industry in Saginaw, 
to the effect that since General 
Motors went into action with its 
new production activities in that 
city every man in Saginaw now 
has a job and employment ranges 
higher than even in ’29. And 
Saginaw craves to do what Pon- 
tiac did so graciously the other 
night—give GM a banquet. 


* * * 


HARKING BACK to the dinner 
at Pontiac, one of the dramatic 
events of the evening was the 
presentation of the Farnsworth 
oil painting of Chief Pontiac by 
the city to the Pontiac Motor 
Co. President Harry Klingler 
pulled the silk cord that unveiled 
the portrait that was paid for 
with the 88,000 pennies contri- 
buted by the townspeople, which 
act must have brought a grim 
smile of satisfaction on the face 
of the red ghost lurking in the 
shadows. And he must have got 
another kick out of the party 
when Neighbor Sloan was pre- 
sented with a miniature repro- 
duction of the painting. 

o* os ~ 


POTHERING ABOUT the used 
car situation the way the indus- 
try as a whole is doing these days 
makes one wonder what’s doing 
with the used truck. Is there a 


have been printed. 


NON-AFFILIATED GROUP 
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problem there, too? Cursory in- 
vestigation gives a “no” answer. 
I’ve been talking here and there 
among those who ought to know 
and they tell me that right now 
there actually is a scarcity of 
used commercial tradeeins of low 
tonnage, with possibly the ex- 
ception of panel jobs on 157-inch 
wheelbases. Which latter fact is 
explained by present weather 
conditions. 
* * a” 


EXPLANATORY of this uto- 
pian condition, one finds the ans- 
wer in the improvement of busi- 
ness conditions which unques- 
tionably has produced a heavy 
demand for used trucks, particu- 
larly because of PWA activities 
which have caused a scurry on 
the part of the smaller contrac- 
tors to get motor vehicles so they 
can get on to the gravy train. 
Then, too, the trucks ’32 and ear- 
lier were run off their legs in de- 
pression service and now are being 
replaced with used commercial 
vehicles of a later vintage, be- 
cause the graybeards are just 
junk and headed for the bone-- 
yard. 

* * * 


LET IT BE written into the 
records that Harley Earle has 
named as head of color depart- 
ment of the GM unit which he 
directs, J. S. McDonald, who has 
been with Earle sinee '31. Mc- 
Donald succeeds the late Chester: 
B. Hill. 


In This Corner| 


(Continued from Page 6) 


four foreign automobile publications, 
I sincerely say that I enjoy and 
look forward to receiving ADN with 
more interest than for any other. 


For authentic and _ up-to-the- 
minute news I always refer to Auto- 
motive Daily News.—J. L. Elbert,. 
Holden, Mo. 


Smoke Screen 


A headline in your issue of Feb. 
8, “Gasoline Consumption cut by 
Increase in Tax Rates” seems to» 
call for consideration. 


Granting that gasoline has been a 
ridden to death tax horse for a 
number of years and certain states 
are contemplating additional handi- 
caps, the fact remains that a con- 
siderable per cent of the increase in 
consumer cost is due to steady raises 
in price on the commodity. 

Less than a year ago the whole- 
sale carload rate for good “market 
gas” was 4% cents per gallon. With- 
out knowing today’s price it was 
recently at the uniform figure (and 
there’s no monopoly?) of 7% cents 
per gallon in the same carload lots, 
an increase in the base price of 66 
2-3 per cent. 

Has this increase been justified 
from any standpoint other than that 
with a uniform market wholesale 
price the refiners can get it? 

Raise all the you can on that 
tax thing, but watch behind the 
smoke screen for other causes which: 
may account for at least a part of 
the “cut in consumption.”—W. P. 
Berrien, executive secretary, Phila- 
delphia Automobile Trade Assn. 


Says Liberal Foreign 


Trade Has Advantages. 


CHARLESTON, 8S. C.—Liberali- 
zation of foreign trade was seen 
as essential to the development 
of greater self-reliance for agri- 
culture, the fuller employment of 
American workers, the promotion 
of higher standards of living and 
the preservation of international 
peace in a talk delivered by Edgar: 
W. Smith, vice-president of Gen- 
eral Motors Export Co., before the 
Charleston Foreign Trade Club. 


Smith is also director of the 
American Manufacturers Assn. 
and a member of the export com- 
mittee of the Automobile Manu-- 
facturers Assn. 
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Automotive Stock Earnings A 


& 


Chrysler Nears 
100 Mark; Most 
Stocks Stronger 


By C. J. ALEXANDER 

NEW YORK.— With earnings 
reports for last year making bet- 
ter showings than had been ex- 
pected and estimates of first quar- 
ter profits indicating more favor- 
able comparisons with a year ago 
than had been hoped for, auto- 
motive stocks went forward again 
this week. Chrysler approached 
the 100 mark for the first time 
since 1929. General Motors, other 
car and truck companies, acces- 
sories and tire stocks generally 
were stronger during most of the 
week. 

Automotive Daily News stock 
price averages for this week com- 
pared as follows with a week ago 
and a year ago: 

Last 


Week 
41.71 


This 
Week 
42.56 
44.29 


Year 
Change Ago 


0.85 22.22 
0.74 22.85 
40.25 41.13 21.48 


24 Motors 
10 Car-truck co’s... 43.55 
10 Parts-accessories. 39.12 
4 Tire-rubbers .... 25.01 26.69 +1.68 16.07 

Among the individual stocks 
that made new highs during the 
week were American Chain, Au- 
burn, Briggs, Clark Equipment, 
Chrysler, Electric Auto-Lite, pfd.; 
Federal Motors, Firestone, com. 
and pfd.; Goodrich, com. and pfd.; 
Goodyear, Lee Rubber & Tire, 
Libbey-Owens-Ford, Mack Truck, 
Midland Steel Products, Mullins 
Mfg. A, Norwalk Tire, Packard, 
Reo, Timken Roller’ Bearing, 
United States Rubber, com. and 
pfd.; Yellow Truck & Coach, pfd. 


Averages at New High 


The averages for all groups 
reached a new high for this year 
and last, with gains in the tire 
and rubber stocks again setting 
the pace. The feeling in the 
financial district is that the out- 
look for the tire companies is 
much improved. 

Automotive stocks currently are 
at the best price levels, in the 
average, in more than four years. 

The most widely discussed mo- 
tor stock this week was Chrysler, 
wide comment having followed 
the declaration of 
dividend of $1, the biggest 


company. Coming on top of the 
biggest earnings in the history of 
the company, the spotlight was 


turned on the stock of this cor-| 
poration, which made a new high | 
for this year and last at above 95. | 


Motor Wheel added to the divi- 
dend news by increasing its quar- 
terly rate with the declaration of 
20 cents a share, payable Mar. 10 
to stockholders of record Feb. 20. 
This company paid 15 cents in 
each of the two preceding quar- 
ters and 12% cents on June 15, 
1935. 

Twin Coach Co. declared an 
initial dividend on its capital 
of 10 cents a share payable Mar. 2 
to stock of record Feb. 20. This 
company recently sold a block of 
its stock. Allied Products de- 
clared the regular quarterly divi- 
dend of 43% cents a share on the 
convertible Class A stock, pay- 
able Apr. 1 to stock of record 
Mar. 12. 

GM Stock Popular 


Houdaille- Hershey Corp. de- 
clared the regular quarterly divi- 
dend of 62% cents on the Class A 
and the regular of 37% cents on 
Class B, both payable Apr. 1 to 
stock of record Mar. 20. Timken- 
Detroit Axle declared the regular 
quarterly of $1.75 on the preferred 
stock, payable Mar. 2 to stock of 
record Feb. 20. 

General Motors continues to be 
the most popular industrial com- 
mon stock in the portfolios of 
investment trust companies, A 
survey of the holdings of 20 
trusts showed that General Mo- 
tors appeared in 18 portfolios, a 
record equalled by no other in- 
dustrial common. Chrysler ap- 
peared 15 times, Libbey-Owens- 
Ford was held by 10 trust com- 
panies, Briggs by nine and Tim- 
ken by seven. The figures are for 
the end of last year. 

Among the recent reports of 





a quarterly | 
in- | 
terim payment ever made by the} 
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investment trusts for Dec. 31, 
1935, was that of Pacific South- 
ern. This company held 1,000 
shares of Ainsworth, as against 
none a year earlier; 1,500 shares 
of Briggs, as against 500 at the 
end of 1934; 1,900 Chrysler, com- 
paring with 3,000; 2,000 General 
Motors, as against 1,000; 1,500 
Goodyear, as against 2,000; 1,500 
Kelsey-Hayes Wheel, as against 
none, and 1,500 Libbey-Owens- 
Ford, as against 2,000. 


Thompson Offering 


New Stock Issue 
CLEVELAND. Under the 
agreement which calls for the 
offering to the public of a new 
issue of 10,000 shares of $5 cum- 
ulative convertible prior-prefer- 
ence stock without par value at 
$101 a share plus accrued 
dividends, Thompson Products, 
Inc., will redeem its outstanding 
preferred stock at 110. 

Holders of the stock may ex- 
change their shares for the new 
stock at the rate of 1.1 shares 
of prior preference for each share 
of preferred. The underwriters 
have agreed to buy such of the 
prior-preference stock as is not 
taken in exchange by the holders 
of the preferred. 

Such part of the net proceeds 
from the sale to the underwriters 
as may be necessary will be used 
to pay the redemption price of 
the preferred stock. The remain- 
der will be used for the purchase 
of land and to increase working 
capital. 


Business Better 


MILWAUKEE, Wis.—The Unit 
Holding Corp., set up here iast July 
to succeed the Unit Corp. of Amer- 
ica, is showing improved business. 
The firm’s three operating sub- 
sidiaries, Unit Drop Forge Corp., 
Universal Power Shovel Corp., of 
West Allis, and the Fuller Mfg. Co., 
Kalamazoo, Mich., have all shown 
increasing earnings. 


Timken Dividend 


CANTON, O. — Directors of the 
Timken Roller Bearing Co. at their 
regular meeting declared a regular 





cash dividend of 50 cents a share| 
and 25 cents a share extra payable | 
Mar. 5 to stockholders of record at 


the close of business Feb. 18, 1936. | 





notably Packard, Reo and 


ing and prices were higher. 





Last Minute Wall Street Wires 
From C, J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Feb. 14, 2:45 P.M.—Heavy turnover in some of 
the lower priced passenger car and truck company stocks 


market. The increased activity appeared to be due to buy- 


were less active but were fractionally higher. 


Studebaker featured todays 


Chrysler and General Motors 








National Index Declined 
3 Per Cent for January 


DETROIT.—Sixty-three of the 
147 trading areas of the United 
States showed business gains in 
January, 19 remained the same 
and 65 lost ground, but only 
slightly, according to the monthly 


Where Business Stands Nationally | 





1929 1930 
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1932 


1933 


FSESECEIVST CSLEECEIOST COLEEEEEISE 


index declined 3 per cent, due 
chiefly to the fact that the auto- 
mobile industry put its new cars 
on the market two months earlier 
than usual, depriving January of 
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cent below for January a year 
ago,” the company’s report reads. 

January’s business gains were 
widely scattered throughout the 
country. New England, northern 
New York States, northern New 
Jersey and the Pacific Coast, to- 
gether with the southern oil areas, 
showed the most outstanding im- 
provement, according to the re- 
port. 

The greatest January gains 
were registered in the following 
areas: 

Alburquerque, Augusta, Bing- 
hamton, Camden, Fort Wayne, 
Houston, Joplin, Los Angeles, 
Lynchburg, Newark, Philadelphia, 
Portland, Me., Pueblo, Rochester, 
Shreveport, Springfield, Mass., 
Tampa, Topeka, Tulsa, Wichita 
and Yakima. 

These areas were closest to 
normal in January: 

Albuquerque, Austin, Bakers- 
field Baltimore, Bangor, Beau- 
mont, Billings, Boise, Charleston, 
W. Va., Charlotte, Cheyenne, Col- 
orado Springs, Columbia, S. C.,, 
Columbus, O., Dallas, Denver, De- 
troit, Grand Junction, Green Bay, 
Greenville, S. C., Harrisburg, 
Hartford, Houston, Indianapolis, 
Jacksonville, Lynchburg, Man- 
chester, N. H., Miami, Milwaukee, 
Nashville, Oakland, Peoria, Phoe- 
nix, Portland, Ore., Reno, Rich- 
mond, Shreveport, Sioux Falls, 
Spokane, Springfield, Mo., St. 
Paul, Terre Haute, Washington, 
D. C., Wilmington, Winston-Salem 
and Yakima. 


'|Motor Taxes Set 


~ Brooke, Smith & French, Inc. + National Advertising + Detroit » New York|| 


survey of markets conducted by 
the research department of | 
Brooke, Smith & French, Inc., | 
advertising agency. 

At the same time, the national | 


| index 


the stimulation that 

comes at that time. 
“The January, 1936, 

21 per cent below normal 


normally 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS FRIDAY, FEBRUARY 14, 1936 


(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


NEW YORK 


Allis Chalmers Mfg. ...... 


American C. & F, 
American Chain 
Auburn Auto 
Bendix Aviation 
Bethlehem Steel 


Budd Mfg. Co., E. G. ... 
Budd Wheel Co. 

Chicago Yellow Cab (1) 
Chrysler 

Clark Equipment 
Cleveland Gr. Br. 

Collins & Aikman 
Commercial Credit 


Commercial Investment T. (2)... 


Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. A 
General Electric (80c) 
General Motors 
Glidden 


Goodyear T. & R. ...... 
Graham-Paige 

Hayes Body Corp. ....... 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 

Hupp Motor 

International Harvester 
Johns-Manville 
Kelsey-Hayes W. 


Kelsey-Hayes W. B. ...... 


Lee Rubber & Tire 


Last Sale | 1936 — 
Feb. 14 Feb. 7) High Low 
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At $1,300,000,000 
NEW YORK.—Taxation of mo- 
tor vehicles in the United States 
reached a new high in 1935 of 
about $1,300,000,000, William J. 
Gottlieb, of the New York Auto- 
mobile Club, has announced. 
This represents an average tax 
of $50 on every one of the 
26,000,000 vehicles registered. 


C. 1. T. Net Profits 


NEW YORK.—Closing 1935 with 
an all time record volume of nearly 


| $1,000,000,000 of business transacted 


in the 12 months period, Commer- 
cial Investment Trust Corp. has re- 
leased its annual report to stock- 
holders. The report shows the net 
volume of receivable purchased as 
$965,724,853, compared with $779, 
794,248 in 1934, an increase of ap- 
proximately 24 per cent. In profits 
too, the corporation had a record 
year, earning a net of $15,867,591 
with $11,643,135 in 1934. 

After dividends on the outstand- 
ing preference stocks, there re- 
mained available for dividends on 
the common stock $14,749,039, 


| equivalent to $6.25 per share on the 


common stock outstanding in the 


| hands of the public Dec. 31, 19365. 
| This 


compares with $10,803,563, 
equivalent to $4.61 per share on 
common stock outstanding, Dec. 31, 
1934. 

Twice during 1935 the corpora- 
tion increased the common dividend 
rate and declared extra dividends 
on the common stock, total dividend 
declarations being $3.10 per common 
share. The present regular dividend 
rate is $3.00 per share. After divi- 
dends on all classes of stock the 
corporation added $7,452,000 to its 
earned surplus. 


Goodyear of Canada 


MONTREAL.—Report of the Good- 
year Tire and Rubber Co. of Can- 
ada, Ltd., and subsidiaries for the 
year ended Dec. 31, 1935, which was 
submitted at the annual meeting of 
shareholders, shows net profit of 
$1,445,198 after depreciation, an in- 
crease of $16,362 over 1934. 

After deducting preferred divi- 
dends, there remained a balance of 
$1,061,605, applicable to the com- 
mon stock, equivalent to $4.12 .a 
share on the 257,260 shares of new 
common stock now outstanding, or 
$8.25 a share on the former 128,630 
shares of stock in comparison with 
$7.19 a share in 1934. 

Balance sheet as at Dec. 31, 1935, 
shows a strong working capital posi- 
tion. Current assets were $8,913,597 
and current liabilities were $429,770, 
indicating net working capital of 
$8,483,827. On the like date of 
1934 the net working capital was 
$9,783,499. As against the decrease 
in working capital of $1,298,672 was 
a reduction of $1,187,500 in par 
value of preferred stock. 
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Motor Men Face One Restriction After Another 
Mountsier Says I Legal Mills 


Grind Out Bills By Yard 


|ize and profit from vast public 


By BOB MOUNTSIER 


NEW YORK.—While used cars 
continue to be very frozen assets, 
in this section of the world, life 
for men of motors is just one 
legislative bill after another. 


Having just prevented the pas- 
sage of a bill “freezing” highway 
funds so they can be used for 
emergency relief, New Jersey 
motor owners and dealers are 
now threatened with corporation 
and personal income tax meas- 
ures. This week brought a bunch 
of new bills in New York State 
aimed at all who own, drive and 
sell automotive vehicles. 


These bills provide that a per- 
son convicted of operating a mo- 
tor vehicle while intoxicated shall 
lose his license at once; chauffeurs 
shall submit to annual physical 
examinations by qualified physic- 
ians; all persons holding opera- 
tors’ licenses must submit every 
four years to an examination as 
to their fitness to drive; magis- 
trates or police justices shall 
make a formal indorsement of 
convictions for major traffic of- 
fenses on the back of the opera- 
tor’s license; all persons hereafter 
convicted of a fourth traffic in- 
fraction or violation shall be de- 
prived of their licenses for two 
years and then pay $50 for a new 
driving test. 


Against Outdoor Ads 


Among the measures receiving | 


fairly wide support is a bill pro- 
viding for the control, regulation 


and taxation of outdoor advertis- | 
ing outside of cities and incor- | 


porated villages. 
The bill provides for setbacks 
ranging from 50 to 300 feet for 


all billboards already erected and | 
requires billboards to be 500 feet | 


from the intersections of high- 
ways or railroads and more than 


200 feet from any curve, as a) 


safety measure. Also, it provides 


Graham Makes 


An Economy Run 


DETROIT.—Battling zero 
weather, high winds, snow and 
icy roads, a Graham Crusader, 
piloted by “Cannonball” 
completed its first lap of the first 
winter safety-economy cross- 
country tour ever attempted when 
it arrived in Harrisburg, Pa., with 
an average of 26.1 miles per gal- 
lon since it left Boston late last 
week, according to dispatches 
just received by Robert C. 
Graham, executive vice-president. 


“The Boston to Los Angeles 
winter trek of the Crusader is un- 
usual because it combines the 
purposes of promoting winter 
traffic safety and revealing winter 
operating economy of Graham 
cars,” Graham declared. “‘Can- 
nonball’ Baker carries a_ scroll 
addressed to the mayors of the 60 
cities along the route. 


GM Promotes 3 Truck 


Officials on Pacific Coast 


SAN FRANCISCO.—The Pacific 
Coast organization of General 
Motors Truck Co. has announced 
three promotions which are of 
interest to the industry through- 
out the Pacific region. 

Harry W. Howard, former zone 
manager, in charge of the 
Northern California territory, has 
been promoted to Pacific Regional 
Manager. Howard Estes, who was 
formerly San Francisco district 
sales representative, has been 
elevated to the post of Pacific 
regional sales promotion man- 
ager. F. A. Hoyt, formerly mem- 
ber of the executive staff at the 
home office, returns to California 
to become manager of _ the 
Northern California zone with 
headquarters in San Francisco. 


Baker, | 





that no billboards in series or in 


lights be permitted. Furthermore, 
the bill provides for an annual 
tax for each sign and for outdoor 
advertising companies, the rates 
to be sufficient to more than 
cover the cost of supervision, in- 
spection and licensing. 


The arguments advanced in fa- 
vor of the bill are: Outdoor ad- 
vertising in rural districts ob- 
scures and ruins scenic views 
which appeal to the motoring 
public, especially visiting tourists 
who are a source of revenue to 
region and state; placed at curves, 
grade crossings and highway in- 





or outdoor advertising 
presents dangers to motorists, be- 
cause of distraction and impaired 
view; outdoor advertisers capital- 
for im- 


expenditures highway 


| provements, reaping a benefit for 
| which a special tax is warranted. 


motion or displaying intermittent | 


Mauder Heads Party 


Edward P. Mauder, general 
manager of the Cadillac Motor 
Car Co. of New York, heads a 
party of 17 crack Cadillac sales- 
men leaving next week to spend 
the period of Feb. 21-26 in Biloxi 
and New Orleans, plus Mardi 
Gras, with about 125 other mem- 
bers of Cadillac’s Merit Men, who 
made good on their 1935 sales 
quotas of Cadillacs and LaSalles. 

T. J. O’Rourke, assistant to 
Pierce-Arrow’s President Chanter, 
got back to port safely on Thurs- 
day with the 24 “master sales- 
men” from Pierce-Arrow sales 
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outlets in various parts of the | 
country, who were rewarded for 
their 1935 records with a West} 
Indies cruise on the Polish liner | 
Pilsudski. 
J. Ernest Allen, 
Pierce-Arrow’s 


chairman 


chaperone, reported that a 
and unique time had been en- 
joyed by all, except for a little 
mal de mer on the part of some 
of the boys. 


With motorist and truck owner 
organizations well represented at 
the hearings held in Albany on 
the continuance of the emergency 
gasoline tax, the Automobile Club 
of New York provided a different 
kind of approach in the general 
effort to secure a reduction in the 
gas tax by sponsoring an “Open 
Letter to Legislators” in a num- 
ber of New York newspapers. 


In the name of the state’s 


T. J. O’Rourke and |} 
of | 
executive commit- | 
tee, who also made the trip as a} 
fine | 


2,300,000 motor car owners, the 
club put the question of tax re- 
| duction squarely up to the law- 
makers. The legislators are asked 
why the promise to cut the tax 
has not been kept; why the mo- 
torists are called on to pay 30 
per cent of the state revenue; 
why the EMERGENCY taxes are 
continued year after year and 
why all the taxes collected this 
year should not go to making 
the highways safer and more 
adequate. 


The New York State Motor 
Truck Assn. held its annual 
dinner Thursday evening with 
over 1,000 in attendance. Ard 
rangements were under the di- 
rection of T. D. Pratt, managing 
director of the association; L. J. 
Buckland, editor of Motor Truck 
News, and B. F.. Curry, Chevrolet 
dealer. 


ee springs are required 
whether they are compression, 


extension, torsion, or special . . we 


can furnish the correct type, both in 


design and grade of material. You will 


find complete satisfaction in American 


Steel & Wire Company Quality Springs. 
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VIEW OF THE NEW HOT STRIP MILL IN THE FORD RIVER ROUGE STEEL PLANT AT DEARBORN, MICHIGA) 


has rebuilt the old art of making steel 


= Se 


around the newer art of making automobiles 


Alone among automobile manufacturers, the 
Ford Motor Company can produce its own 
steels. Its complete steel plant can supply all 
of the many steels required for Ford cars and 
trucks up to 3000 units of the daily total 
production. 

This does more than provide Ford with 
large quantities of fine steels at cost. It 
guarantees absolute control of quality at 
every point by men who know both steel and 
automobiles—and who should know better 
than the manufacturer what steels are best 
for his own cars? 

There are no barriers of time or distance 


to separate Ford metallurgists from Ford 


engineers. The problems of one are under- 


stood by the other. They work together 


in the same plant, combining specialized 


F OR D 








MOTOR 


knowledge, training and experience i 
an unceasing effort to improve Ford cars; 
and trucks. Laboratories for working ov 
experimental ideas in steels are right ; 


hand. New metals to meet new designs, nev 


designs to take advantage of new metals * y 


can be developed without compromise or: 


delay. 


This saves time; reduces costs. It permi!<4' 


going ahead to new, better methods ar 
materials as soon as their value has be 
demonstrated and without waiting for yearly’ 
model changes. 
In the field of automobile manufacturing 
these are exclusive Ford advantages— 
important reasons why such high quality can: 
be offered in Ford cars and trucks at. 


such low cost. 


COM PAN Y 








BU 
by-p! 
he r« 
roads 
So al 
and 
arter 
Auto’ 
man 
any f 
did t] 
mer 
Chap 
the c: 





